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MILE-HI SOLE 


From Maine to California, campus walks are resounding to the solid klomp, 
klomp, klomp of Winthrop’s Mile-Hi Soles*. . . dealer’s cash registers 
resound to the merry ring of Mile-Hi sales. Enthusiastic demand for 
Mile-Hi Soles is the most recent proof that Winthrop has the 

youthful touch that wins youthful, lasting customers. 
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*Mile-Hi Soles are featured on over 10 different styles, 


Winthrop Shoes Winthrop Jrs. 


for Men for Boys 
$895 1. $1595 $695 10 BIS 


(Some Higher) (Sizes 1 to 9) 
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In-’n-Outers 


$Q95 


See Winthrop’s Line of Leaders 
PALMER HOUSE — Rooms 828, 829, 806 
Chicago — October 24, 25, 26, 27, 28 




















In the judgment of those who know leather best. ; 
three important steps contribute to the pre-emi- ‘ 
nenee of Tandrite Calf - - 
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Jarman Shoe Company 
Richland-Davidson Shoe Co. 
Dominion Shoe Company 
KBS Shoe Company 
Cedar-Crest Shoe Company 


In-stock service 
is lightning service FH sates 
at young-minded 


GENERAL SHOE... 


Edgewood Shoe Company 
Divisions Barrett Shoe Company 
Fortunet Shoe Company 
Bellwood Shoe Company 
Acrobat Shoe Company 
Storybook Shoe Company 





Order received this morning...shipped this afternoon 


What General Shoe’s In-stock Service Means to You 
LIGHTNING SERVICE . .. Mail orders on SMALLER INVESTMENT ... You buy 


90% of stock styles are filled the same day 

the order is received in the Nashville office. 
FASTER TURNOVER ... By sizing up your 
stock once a week and replacing selling 
styles and sizes immediately you sell more 
shoes because you always have what your 
customers want. You keep a complete in- 
ventory without a heary inventory. 


General Shoe leads the shoe industry in young ideas. . . ideas geared to reach the young- 


rs who form the greatest part of the buying public. In-Stock Service is 
pes General step in the over-all program to give General Shoe retailers better service 





to help them sell more shoes. 
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fewer pairs to the style and fill in on any of 

them as sales are made. General Shoe car- 

ries your reserve stock for you! 

FRESH MERCHANDISE .. . You offer your 
customers fresh, saleable merchandise at all 
times. Markdowns are sharply reduced. 
BETTER FITTING . . . You always have an 
adequate stock of styles and sizes . . giving 
better fitting, better service to all customers. 
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Cushioned Comfort 


It's easier to make the sale, and build profitable repeat business 





when a shoe has values that are easy to demonstrate to your 
customers. That's the way it is with Holland-Racine Nu-Matics 
— cushioned comfort eliminates jars and shock — reduces 
fatigue — provides more foot comfort. Then too, Nu-Matics 
have arch-brace cookie construction plus the steel shank. 

There's real cushioned comfort with Nu-Matics. 


ANON ER EME Vt Is 


EXHIBITING AT THE NATIONAL SHOE FAIR 
CHICAGO —- OCTOBER 25-28 
PALMER HOUSE, ROOM 762 


HOLLAND-RACINE SHOES, INC. 


HOLLAND « MICHIGAN 
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White Kid and 
Brazil Cabretta 





White Black 
Colors 





LEVOR’S 
WHITEST WHITE* 


always wins competitive tests! 


Now that value is again the buy-word, 

it becomes more important to 
have favorable selling points in the 

leather as well as the shoes. 
LEVOR whites stay white ... 

are easily cleaned ... highly dependable 
because precision-tanned of 

choicest stock. 


G. LEVOR & CO., INC. 
Gloversville, N. Y. 


*Trade Mark 
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a bright future 


latest in fashion bootery 
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The HILO Bot === 
Another FIRST in Foot Fashion by 


PATENT PENDING 


The new Hi-Lo Boot, by Cambridge, is the 
latest creation of stylish volume consumer rubber 
footwear . . offers fashion-streamlined wearing- 
satisfaction through such style innovations as the 
new “easy-on easy-oft” convenient front opening 
and popular contrasting plaid-lined cuff — worn 
either straight up or turned down according to 
weather conditions or desire of wearer. Rain, 
snow, or shine, fashion-wise mademoiselle will 
stay warm and dry in this new FIRST in Foot 


Fashion by Cambridge. 





MAR MAR AA- A* 





NEW STYLES ON DISPLAY 
National Shoe Fair 
October 25 — 28 

Hotel Morrison, Mezzanine Floor 
Chicago, Illinois 











THE Cambridge RUBBER COMPANY 


FURST in Poot Fashion 
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She line ts busy. fe. 


... When it’s the Walk-Over line of pre-tested styles! 


We make it our business to anticipate trends . . . so 
that you'll have just-what-she-wants when a customer 
walks in this Fall looking for a shoe with a high- 
throat cut-out treatment (so eye-catching with longer 
hemlines) ... or calf pumps to set off a new suit... or 
simply asks to be shown the smartest shoes of 

the season. 


Walk-Over prices from $12.95 
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Fast-selling baby shoes build their reputation 


largely on the type of leather used. You need 
F =~ a soft, mellow leather like Colonial Elk (elk-finished 


cowhide) to create a shoe that is pliable enough for 
F tender little feet, yet firm enough to give them 
proper support. Colonial Elk (elk-finished 
cowhide) takes constant hard wear, 


too, and it’s always easy to clean. 
Be? 
Bi. COLONIAL TANNING COMPANY, INC. cia 
3 BOSTON ILI, MASSACHUSETTS re 
jean 
e3° 


on 


Ve 
“$2 
é wee - 





Boot and Shoe Recorder 


































VINYL MATERIALS made from 
MARVINOL’ RESINS 


offer these unique advantages 


UILD sales . . . assure customer satisfaction . . . by 
specifying materials made from Marvinol, the modern 
vinyl resin. Marvinol offers these advantages over other resins 


More sales appeal! 


Smart accessories made with Marvinol can be obtained in a 
variety of brilliant hues, pastels, opaques . . . eve-catchers that 
are color-fast, drier, smoother to the touch. Products made 
from Marvinol are more stable, offer greater resistance to heat 
and light. They're tougher, longer-lasting, flexible, will out- 
wear leather many times. No warping, cracking, shrinkage or 
scuffing. They're waterproof, greaseproof, unaffected by 
perspiration. 


Easy to work! 


Moreover, Marvinol-based plastics are easy to work with, readily 
adaptable to fast production. They can be machined, cut, stitched, punched, 
cemented and polished. Marvinol resins are backed by years of intensive research, 
produced in the world’s most modern chemical plant. The Glenn L. Martin Com- 
pany, maker of Marvinol, does not compound or fabricate in the plastics field: 
but we will be glad to refer you to someone now processing Marvinol resins. 
Write on your company letterhead to: Chemicals Division, Dept. B-10, The 
Glenn L. Martin Company, Baltimore 3, Maryland. 


mn Mh é ? = 


RESINS, PLASTICIZERS AND STABILIZERS PRODUCED BY THE CHEMICALS DIVISION OF 
THE GLENN L. MARTIN COMPANY ~- AN INTERNATIONAL INSTITUTION 
“BETTER PRODUCTS, GREATER PROGRESS, ARE MADE BY MARTIN.” 
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Founded 1837 


AS ADVERTISED IN 


Esquire 


ALFRED HALE RUBBER COMPANY NORTH QUINCY 71 





KEYED T0 PROFITS 


Sales of PINE TREE Genuine MOCCASINS will play a merry melody on your cash 
register. They're America’s Smartest Moccasin Styles—hand-crafted with 
Hammond skill. Happy wearers coast to coast sing their praises. 


Better get in tune. Write today for In-Stock Catalog. 


AT THE NATIONAL SHOE FAIR 
ROOM 812-A : STEVENS HOTEL 


HAMMOND MOCCASINS INC., Bangor, Maine 


Established 1928 


PINE TREE ¢jyypAs" 


GENUINE 





IN LITERATURE IT'S SHAKESPEARE 





IN SHOES FOR ALL THE FAMILY IT‘S 








The Sundial idea of ‘one name” shoe merchandising is 
spreading rapidly — witha line of shoes for men, women and 


children under the heavily advertised name — SUNDIAL 








—- € 
You can get greatest merchandising eHectiveness and make ss 
more money, as thousands of retailers have already discovered, ° 
o 
by concentrating on the one name Sundial line. There's real * 
& 

advantage, too, in the extra quality and value of shoes made 
3 
by the largest manufacturer in the world. . 
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SUNDIAL, DIVISION OF 
INTERNATIONAL SHOE COMPANY 
MANCHESTER, NEW HAMPSHIRE 





FOR ALL THE FAMILY 
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let him know real foot luxury .. . 


Let him see it in the rich lustre, the long life of this Imported 
Martin’s Scotch Grain. 


Let him feel it in the stamina of this bespoke Blucher Pattern, 
cut with Bellows Tongue. . . in the heel-to-toe softness of the 
Full Leather Lining. 
STYLE 6042 will retail about $14.95 


featured in TUAE and NEWSWEEK 
Style 6042 is one of 58 Styles im Stock. Write Dept. 7 for New Fall Catalog. 


E. E. TAYLOR CORPORATION © MANUFACTURERS + BOSTON. MASSACHUSETTS 
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Choose a Cement for Folding that i its Your Nee 


Do you need a cement that provides better penetration, a longer tack period 


and faster drying? Then consider these and other qualities to be found in 
the wide range of Be Be Cements for folding. They are typical of the 
extensive line of qualified Be Be Cements for solving shoemaking problems 


in every room of the factory. Ask your United man for a demonstration. 


“(BAC ADHESIVES” Be Be Bond ' 
This handy reference guide is available for 
your use and will provide you with a listing Be Be Tex Ce ments 
of over 80 shoemaking adhesives. Products of B B Chemical Co. 


UNITED SHOE MACHINERY CORPORATION, BOSTON, MASS 
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Style #7538 
Men’s Last 
Sizes 6 to 12 





Style #938 
Boys’ Last 
Sizes 1 to 6 


has plenty of “‘box office” 


The popular appeal of shoes of identical design for father and son is 
big—and getting bigger every day. But the important feature 
about these shoes of the same design—as Belleville makes 
them—is that the men’s shoes, (in sizes 6 to 12) and the boys’ 
shoes (in sizes | to 6) are made over separate and special lasts 
to insure absolutely correct fitting qualities. To offer exactness 
of fit, exceptional comfort and rugged wearing qualities in the 
$5.50 to $9.95 retail price field—sell Belleville Boys’ and 


Room #746—Palmer House Men’s Shoes. Drop us a line for further particulars. 


BELLEVILLE SHOE MFG. CO., BELLEVILLE, ILLINOIS 


New England Distributor: KREIDER-CREVELING SHOE CO. 
602 Atlantic Avenue + Boston 10, Mass. 
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*REG. U.S. PAT. OFF. AND CANADA 
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+—--» The shoe for professionals made by 


the Juvenile Shoe Corporation of America of 





sae oa cans Quality Leather 


JOHN R. EVANS & COMPANY, CAMDEN, NEW JERSEY - EST. 1857 
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* BETTER QUALITY 
* BETTER STYLING 
* BETTER TURNOVER 










BETTER MARK-UP “by GERDA | 
No. 6320 
Cross Strap Black Suede San- 
dal, Arrabuk Platform, Durable 
Soles 
Sizes: 4-9 M Widths 
No. 6321 
4 
$2 5 Cats Ear Black Suede Sandal, 
Arrabuk Platform, Durable Sole 
Sizes: 4-9 M Widths 
$2.45 
Write for our New Catalog. 
No. 6323 
Black Suede Oxford Tie, Arra- 
buk Platform, Durable Sole 
Sizes: 4-9 M Widths 
$2.45 No. 6315 
Black Suede Sandal, Arrabuk 
Platform, Durable Sole 
Samples on Request. Packed Siaes: 47 a name 
in attractive GALURE boxes $2.45 
No. 6322 
Anklette Black Suede Sandal, ‘ 
Arrabuk Platform, Durable Sole H 
Sizes: 4-9 M Widths [ 
$2.45 No. 6319 i 
Black Suede Sandal, Arrabuk ; 
‘ No. 6922 Platform, Durable Sole f 
Available in Brown Suede, tenes AD M Widths 
Arrabuk Platform, Durable Sole 
Sizes: 4-9 M Widths $2.45 
$2.45 


SEE US AT 

The Shoe Manufacturers lettin for BIG CASUAL PROFITS in '48? Gerda's got the formula and the casuals to back 
Spring Opening, Hotel New ° ° ° " os; 08 . oe ° 
Yorker, Room 707, Oct. it up. Build your business on better casuals. "Plus quality" and styling pays dividends in 
National Shoe Fair, Room turnover and profit. For every casual requirement try Gerda first—where volume is up 


sae Te oct as ae” eae «and prices are down. You'll be amazed at their quality and variety of styles. 


4 ” ie = - a. 
GERDA Footwear COMPANY, INC. fj 


“GERDAGRAM” For Exporw 
158 DUANE STREET ° NEW YORK 13, N.Y. 
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ONE OF THE FAMOUS CALLUN VEGETABLE TANNAGES 


Cretan Calf Norwegian Calf 


A A 
smooth, but not glazed 2/ hand-boorded grain 


FIRST-STEP OOD. - 


- one reason why Gallun’s Normandie Calf 
is the leather that sells your shoes 


Recent surveys show that the thing men look for first 
in a shoe is comfort. And glove-soft, pliant Normandie 
Calf delivers comfort in full measure — from the 
very first step. Even repeated wettings and dryings 
don't harden or stiffen this superb vegetable tannage. 
Of course, Normandie Calf gives you other selling 
points, too: Deep, warm color. A subtle suggestion 
of grain. Superior effects in punching and pinking. 
Build business and customer loyalty on a solid 
basis of comfort plus. Check the Gallun numbers on 
orders to leading manufacturers. A. F. Gallun and 
Sons Corporation, Tanners, Milwaukee, Wisconsin 


hond-boorded, glazed 














FOR OVER 100 YEARS 














Women's Duo-tone satin 
finish Hostess Boot. Over-  ~ 
the-shoe, side opening zip- — 
per fastener, fleece lined. 
Black, brown, red, white. 









Men's black dress 10" 
Women's Duo-tone satin i s 
finish Deb Boot. Over-the- lightweight, all rubber, 
shoe, pull-on type, instep zipper gaiters. 
strap, fleece lined. Black, 
brown, red, white. 
COMPLETE CATALOG ON REQUEST 


GOLD SEAL RUBBER COMPANY 


174 LINCOLN STREET, BOSTON 11, MASS. 


Sole Distributors for 
GOODYEAR RUBBER COMPANY, MIDDLETOWN, CONN. 
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CARLISLE 


2803 


Big news for your best customers! 

As fine shoes as money can buy, yet medium-priced! 
CURTIS CUSTOMS! Designed and priced for today’s 
buyers’ market, yet see the value built into these 
distinguished shoes. The world’s finest leathers, 
exclusive CURTIS styling and custom shoemaking. 

To men who take pride in being well-groomed, 

CURTIS CUSTOMS bring lasting satisfaction ... to CURTIS 
dealers the assurance of increased sales and profits. 

Curtis Shoe Co.,Inc., Marlboro, Mass. 


INSTOCK DEPARTMENT covers 
Gurtis’ wide, complete line 


Copyright 1948, Curtis Shoe Co., Inc. 


Nationally advertised in ESQUIRE 


HAMPSHIRE 4 Rae GRENADIER — WARWICK 
2800 2802 2805 





Hand Leave witht Lull 





VISHANK 
)\ Awe | —the precision-assembled and What UNISHANK Adds to Shoes 


moulded structural unit formed to fit the last... provides FiT — last measurements preserved through waist. 

COMFORT — firm, snug-fitting waists. 

STRENGTH — without bulk. 

Makers of Cements, Littleways and McKays in particular —appearANCe — top lines preserved — helps shoes 
hold shape until worn out. 

BETTER HEELING — cuts returns due to “run under” 

Unishank helps the shoe retain its shape, hold its proper d and/or “kick back” heels and 

torn Louis Heel flaps. 
UNIFORMITY — shanks accurately located preserve 
sible superior heel anchorage. Cement sole attaching is last contour. 





the shoe with strength and grace without: bulk. 


Mos Bee, 


will appreciate the snug fit at heel seat, waist and ball areas. 
tread, provides proper support to the foot and makes pos- 


simplified because a wider lasting margin may be 
VITA-TEMPERED STEEL SHANKS |. «xm, 
* ) 

When clean, tough, hard, uniform VITA-TEMPERED 


STEEL SHANKS are used in Unishank assemblies, 
it‘s a combination hard to beat. 


retained through the shank area. 






Your United representative can provide full par- 


ticulars about adapting Unishank to your operations. 


UNITED SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS 

















TO ROUND-OUT YOUR "FORMAL" LINE — 


465122 


che 5 a sales-helent ‘i: 
lien hc glitter 


TO ADD TO YOUR JR STOCK yo 


72134 
82134 
72234 
82234 


























a J72650 
Bm 182650 
472550 
82550 


J72265 
]82265 
65295 
65195 


72473 
82473 


J76157 
J86157 
76257 
J86257 
J76357 
86357 
76457 
86457 


J76170 
86170 
76270 
86270 
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net 30 days 
(Net terms 
. outside U.S.A.) 
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Ws fy a 
GRACE 
heel Price 
24K Gold Kid 23/8 $8.25 
Silver Kid 23/8 6.75 
White Satin® 23/8 4.35 
DIVINE 
24K Gold Kid 21/8 6.85 
Silver Kid 21/8 5.350 
24K Gold Kid 16/8 6.85 
Silver Kid 16/8 5.50 
DALE wedge 
24K Gold Kid 14/8 6.85 
Silver Kid 14/8 5.50 
24K Gold Kid 6/8 6.85 
Silver Kid 6/8 5.50 
GLITTER 
24K Gold Kid 19/8 8.25 
Silver Kid 19/8 6.75 
White Satin® 19/8 4.35 
White Satin® 23/8 4.35 
PAULA 
24K Gold Kid 6/8 6.85 
Silver Kid 6/8 5.50 
MEXICALLI 
Gold Mesh 21/8 3.90 
Silver Mesh 21/8 3.90 
Gold Mesh 16/8 3.90 
Silver Mesh 16/8 3.90 
Gold Mesh 12,8 3.90 
Silver Mesh 12,8 3.90 
Gold Mesh 6/8 3.90 
Silver Mesh 6/8 3.90 
ROMANCE 
Gold Mesh 23/8 4.25 
Silver Mesh 23/8 4.25 
Gold Mesh 19/8 4.25 
Silver Mesh 19/8 4.25 
*Dyeable Satin 
fe TERMS 
2% 10 days 


_— : Send for catalogs of daytime and evening sandals. 


4V/, 


S widths 
to 9 


M widths 
21/ 2 to 9 


' Prompt delvery from SIn-Stach 
ANNAHS ONS 


HAVERHILL. MASS. 


21 

















Put vour sales on a 
firm footing with 


famous character 
footwear ! 





@ the greatest tot-to-teen-age 
promotion the industry 
ever has witnessed! 


@ exclusive with SPORTING! 


fun-lovin’ Ba 3aa8:% boots 


Hilda Terry's famous Teena comes to life from her equally 
famous syndicated newspaper column and popular book 
idolized by millions of teens! Beautifully clear, vulcanized 
in four colors right into the rubber . . . guaranteed for life 
of the boot! Quality footwear by a famous rubber man- 


a ufacturer. 
BOOTS-"TEENA" 
SN 4 5 6 7 8 Price 


Growing Girls 


















White 1 3 3 3 2 $2.80 























Growing Girls 
Red 1 3 3 3 2 $2.65 


y . Above Packing Only — Minimum Order 12 pairs of either color. 
MPANY IN 39 Chambers St., New York 7, N. Y. 
‘ . SHOE C0 y a los Angeles Office, Room 1202 Haas Building 


i “When it’s business you’re courting, be sure you've got SPORTING!” 





¥ 








adorable MICKEY MOUSE 


Captivating little slippers, as bright- 
eyed and whimsical as the original 
screen characters! Reproduced in four 
colors... pre-tested new lasts, chrome- 
leather soles, moulded counters ... 
durable felt or sturdy leather! : 


SLIPPERS 

Style #800 Mickey Mouse, FELT 
#811 Donald Duck, FELT 

Price $1.35 Net 


Style 2700 Mickey Mouse, LEATHER 
#711 Donold Duck, LEATHER 
Price $1.90 Net 
Full Sizes 6-3 
Colors: Red and Bive in either character 
Minimum Order, 36 pairs of color to character. 
Attractively Boxed 
Terms: Net 30 F.O.B. N.Y. 


Fascinating animation in clear brilliant technicolor 
vulcanized in four colors right into the rubber . 
guaranteed for life of the boot, too! All the appeal of 
Disney's charming Little Folk at the feet of your young- 
est customers . . . boots by a famous rubber manu- 
facturer! 


BOOTS-MICKEY MOUSE and DONALD DUCK 


Above Packing Only — Minimym Order 12 pairs of either chorocter or color. 


















































| progressive last making is our 
business. Modern, progressive shoemaking is your business. Fine-fitting, good-looking 
footwear results from “team” cooperation — reflecting the best of both businesses. 

Build your line of shoes around lasts that are a sound investment year in and 
year out. No matter where you are located, there are United Last men convenient to you 


‘who know your problems. In this issue we are happy to present four key men 


in our Fitz Branch at Auburn. Maine. 





Mr. A. Gastonguay Mr. Forrest Kemp Mr. Frank Bartasius Mr. Walter Corey 


Head Model Moker <a Manager Office Manager Superintendent 





140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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Want to play a winning hand? 


Deal yourself in, partner, and stand 
pat on America’s fastest moving 


line of children’s shoes. 


Smart? . . . you bet. They’ve got 
plenty of ‘“‘buy appeal.”’ Patterns 
and lasts that really fit. . . 
leather insoles and sturdy leather 
outsoles. Clever styling . . 
Goodyear welts and Compos . . 
widths A to D. For infants, 







STYLE 882 
Brown Elk Ghillie 


Rough Riders supply a complete 

line of selling aids and dealer helps 
and back you up with national 

advertising in Parent’s and 


Good Housekeeping magazines. 
STYLE 884 
Brown Elk 
Write today for details of our Blucher Oxford 


franchise proposition and your copy of the 


Rough Rider Fall catalogue and price list. 
STYLE 682 


Brown Suede Ghillie Cash in... it’s profitable to stock Rough Riders. 


Smart and Sturdy Shoes for Boys and Girls 


ROUGH RIDERS @ 


CANNON SHOE COMPANY, BALTIMORE 17, MARYLAND 
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Here’s a shoe with a Celastic box toe that was imbedded 
in a cake of ice for 64 hours. When it was removed the toe 


still maintained its lasted contours . . . further evidence of 


the support and durability which Celastic gives the toe of the 


shoe in wear. 


BOX TO E S 
Unite> SHOE MACHINERY CoRPORATION - BOSTON, MASSACHUSETTS 


*CELASTIC” is o registered trade-mark of the Celastic Corporation 
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| They just can’t take it! 


Genuine reptiles are usually bark- 
tanned and are quickly and perma- 


nently diseelered by steam. 


De not attempt te steam-soiten 


thermoplastic bex toes in rep- 
tile uppers. Get your Beckwith 
agent’s recommendation in 
advance of cutting uppers. 
Depending upon which prac- 
tiee your conditions best faver, 
he ean either supply you with 


dry heaters or arrange for your 


a 
temporary use of canned pre- 


- pared selvent box toes which 
require no solvent wete 


ting at pulling-overs 
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For top-flight consumer acceptance 
in men’s shoes— 


October |, 1948 


Again, again and 
AGAIN — like endless 
drops of water—the quality 
name of Bostonians appears 
before the public. To make this 
consistent advertising reap re- 
wards — a thorough point-of-sale merchan- 
dising promotion is ready for you today! 
Prepare now for Bostonians “Scotch Grain” 
featured in color in The POST, October 30, 1948 


COMMONWEALTH SHOE 2 LEATHER COMPANY, WHITMAN, MASSACHUSETTS 
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PLOPe 


MAN 





—DMan, the human form, is constructed to move 
forward. 


—His feet point forward, his chest and chin 
are thrust forward, his eyes look forward. 


—Very few men have ever seen what they look 
like from behind. They haven't missed 
much. It’s the front of a man that counts. 


—Man always walks forward. Nobody but a 
freak would ever think of walking backward. 


—So, by ever walking forward man always 
progresses. His brain visualizes- a distant 
forward goal; his eyes show him the way for- 
ward; his body just naturally carries him 
forward. 


—Therefore man, the forward looking, forward 
walking creature is by nature a constructive 
worker, a congenital optimist. He may get 
an occasional setback, as per present, but you 
can’t hold him down for long. 


—Man is the one living creature that is always 
dissatisfied with fixed conditions. 


—He must move forward. 


Fb [been 


President 
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NATIONAL CONSUMER ADVERTISING 
NATIONAL MEDICAL ADVERTISING 
LOCAL DEALER tie-in “Sales Promotion Kit” 
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‘VAISEY- BRISTOL SHOE COMPANY, INC. 


ROCHESTER 3, NEW YORK 
MIDWEST PLANT—MONETT, MISS 














success | will always be in style 











If you’re tired of just being in “the shoe busi- who se// them... and the successful men who 
ness,” why not-get into the “swccess business” wear them! The line for Spring has success 
with Freeman? Who says so? The successful men written all over it. Will your name be there, too? 
who make Freeman Shoes... the successful men Preview at National Shoe Fair, Palmer House. 


FREEMAN SHOE CORPORATION e GENERAL OFFICES, BELOIT, WISCONSIN 


sar 
caans* 
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Shown at the 
National Shoe Fair 
THE NEW FREEMAN “BROADSIDE” 
Palmer House—Room 759 


Zea FREEMAN sive 


THE FOOTWEAR OF SUCCESSFUL MEN 
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by EUGENE J. HARDY 





The Bureau of Labor Statistics reports that productivity in the foot— 
wear (except rubber) industry declined 8 per cent between 1946 and 1947, as 
compared with an increase of 7 per cent for the entire period 1939-47. In the 
leather industry productivity increased 3 per cent between 1946 and 1947 and 
showed a 20 per cent increase for the 1939-47 period. These changes were based 
on reports from secondary sources and are measured in terms of output per man- 
hour. BLS officials told BOOT AND SHOE RECORDER that more detailed reports on 
productivity in these industries, based on reports direct from manufacturers, 
will be released in the relatively near future. These reports will bring up to 
date the material released last year and will include complete data for 1946 


and 1947. 
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There's an excellent possibility that the new Congress may wipe out 
the present 20 per cent federal excise tax on women's pocketbooks. Majority 
leaders on both sides of Capitol Hill are talking about making substantial 
reductions in certain excise taxes next year. Luggage and wallets appear to be 
good candidates for new, lower tax rates. The loWer rates could be made 
effective by exempting lower-priced items from the tax. Don't look for any 
general reductions in excise taxes. Any cuts will apply to a few selected 
commodities only. 
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Recent ECA authorizations for Europe include $6,702,000 worth of 
leather for shoe manufacturers in Bizonal Germany, $1,000,000 worth of cattle- 
hides for Bizonal Germany, and cattlehides for the Netherlands valued at 
$1,170,000. All of these commodities are to be purchased in the United States. 
Along with the cattlehides, the Netherlands also received a procurement author-— 
ization for an unnamed quantity of leather machinery. 
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United States officials are hopeful that the Argentine need for 
dollars will soon break up the state trading practices of this Latin American 
nation. This would have the effect of making available in world markets large 
quantities of important commodities, including cattlehides. Argentina is 
reported to be holding several million hides, which European nations cannot buy 
because of the lack of hard currency. European recovery funds would be avail- 
able for such purchases if the Argentines permitted free trading. Should the 
Argentine wall crack, the release of a substantial quantity of cattlehides 
would undoubtedly result in a further softening of the U. S. hide market. 
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One authorization has recently been given by ECA for purchase of 
Argentine goatskins, horsehides and cattlehides for Bizonal Germany to the 
amount of $356,086. ECA policy is to encourage purchases at world market prices. 
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ON THEIR WAY NOW— 
yy THE SMART FABRIC CASUALS 


that are making news 
from coast to coast 


There’s a place in the sun for smart fabric 
casuals. The overwhelming acceptance accorded 


Summerettes proves it. They're made right, styled right, and 
priced right for profitable merchandising. You'll want to make your store the shopping center 


for every woman of adventurous taste who wants 
the utmost comfort, quality and value. 


by BALL- BAND 


Reg. U S. Pat. 
Off. 1901 
MISHAWAKA RUBBER & WOOLEN MFG. CO., Mishawaka, indiana 
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50 Years 
of Fine Shoemaking 
| and National Advertising © 









Why the Smartest Buy 
for Your Store ts 


SHOES 


RECOGNITION... For 50 years a nationally recognized, 
nationally advertised name. 


VALUE... Insistence on quality materials and expert crafts- 
manship that assures longer wear and lasting good looks. 


STYLE...A perfect combination of youth and good taste 
in flattering, up-to-the-minute footwear. 


FIT... Acareful attention to details that assure snug, smooth 


See the New Additio 





top lines and blissful comfort. 
UCEIL BALANCE... A variety of types and styles from high- 
styled “charmers” to volume-selling basics ..a style 
CASUALS to meet any woman’s every need. 





Te Retail at 
a Popular Price 






RETAILING AT 
$1095 + $1195 
Some styles $12.95 





Our representatives are now on the road with Queen Quality’s 

balanced line for Spring. Drop us a line and one of them 

will call. The Queen Quality line may be open in your city. 
Be sure to visit us in Chicago October 24, 25, 26, 27, 28 
Stevens Hotel,Rooms 700, 7014, 702A, 710A, 711A, 712A 





QUEEN QUALITY SHOE CO. DIV: INTERNATIONAL SHOE COMPANY ¢ ST. LOUIS, MO. 
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ERNEST J. SMITH, shoe buyer at 
Nevius- Voorhees, Trenton, New Jer- 
sey, says: 

“If shoe retailing hopes to make 
further gains during the years im- 
mediately ahead, we must give seri- 
ous attention to the quality and 
training of salespeople. We raust 
sell service as well as shoes. How 
many expert sales people do you 
have in your store? We have four 
and could use a dozen. Fitting shoes 
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correctly is the most important part 
of successful selling. You may have 
a fine stock, but if you fail in the 
job of fitting, you lose customers. 
The present lack of suitable per- 
sonnel is very similar to the situa- 
tion in 1921 and immediately after- 
wards. Then a school of shoe sales- 
manship and merchandising was set 
up. I believe we need some such 


October |, 1948 


school today. It could be either a 
large school in connection with a 
leading college or separate courses 
of instruction in the bigger cities. 
This training would equip men and 
women for a variety of positions in 
shoe merchandising, including sales- 
people, buyers, managers and mer- 


‘chandise people. Every one would 


benefit, for lack of competent, 
trained personnel threatens to slow 
the progress of present-day footwear 
merchandising unless we do some- 
thing about it.” 


* * * 


£, W. MILLER, buyer-manager of 
Newman’s shoe department, St. 
Paul, Minn., says: 

“Ease in operation is important 
to a shoe department in getting 
maximum result in sales. In our 
department, which has the assets of 
physical attractiveness, alert and 
experienced salesmen and quality 
merchandise—we were able to whip 
up sales noticeably by the simple 
expedient of relocating shelving in 
our stock room. The change made 
the stock more easily accessible. 
Space in front of shelving was in- 
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creased by the change, so that sales- 
men could get the numbers which 
they were looking for more easily. 
The stock room was made brighter 
and more cheery—all of which had 
a good psychological effect on the 
salesmen and expedited the work so 
that more customers could be 
served. 

“Sale of findings was increased 
by placing a group of small shelves 
at the entrance to the stock room, to 








remind the salesmen to suggest the 
little extras such as shoe polishes, 
etc. 

“These were simple, work-easing 
changes but they add up to a good 
deal of labor and time saving in a 
day’s work. Salesmen respond to 
management's consideration.” 

* # * 
BEN SHEFTEL, manager of 
Morse’s, Inc., Providence, R. I., 
says: 
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“There is a trend taking place that 
is returning stores like ours to their 
pre-war position. The change is 
based on the fact that people are not 
earning the big pay they did during 
the war. It is more difficult to get 
work, and pay checks are a lot 
smaller for many people. They are 
more dollar conscious. 

“For us that means that they are 
buying less expensive shoes. We 
find that many, many people who 
went to higher priced stores during 
the war are now returning to us. 
There isn’t a day goes by that we 


don’t welcome back some customers 


who haven't been in this store for 
scme time. They are not backward 
in telling us that they can no longer 
afford higher priced shoes and they 
are back again as they were before 


the war. Our particular store is 
representative of a large number of 
shoe stores. We have a location that 
commands very high rental; our 
personnel receives good salaries, 
and we depend upon very large vol- 
ume to make our profits. 

“In addition to the old customers 
who are now returning to us, we 
have built up a large following of 
new customers during the war. All 
in all, this is-placing stores in our 
category in an advantageous posi- 
tion. It is a,normal trend through- 
out the trade and indicates that the 
industry is getting back to pre-war 
times.” 

* = = 
WILLIAM T. GENEROUS, Mana- 
ger of Alexander Lapp Co., Provi- 
dence, R. L., says: 

“The most urgent need of the shoe 
industry today is an immediate re- 
turn to price control. Let it begin 
with the raw materials and apply to 
all operations of shoe manufactur- 
ing after an effective date. In that 
way it will not apply to existing 
stocks already on hand and will not 
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complicate the price structure by 
leaving anyone with inventories of 
reduced sale value. 

“From my standpoint price con- 
trols should never have been lifted. 


. 
» WS 


We were making out better with 
controls during the war than we are 
now. While prices have jumped, 
most people are not getting addi- 
tional pay and that is causing an im- 
portant upheaval in shoe retailing. 

“T have seen our shoes go from 
$6.95 to $11.95 and with that in- 
crease we have lost 90 per cent of 
our former customers. Little by 
little the people we knew and recog- 
nized have disappeared and we now 
see only something like 10 per cent 
of our former friends. We don’t 
know where they have gone but pre- 
sumably they have gone to stores 
who have shoes in the former price 
range. The new customers we are 
getting are those who have been 
wearing shoes in higher brackets 
and they are now patronizing stores 
of our type. People are resisting 
high prices in all commodities; and 
they are expressing this resistance 
by buying less expensive articles 
and getting along without—if that 
is possible.” 





























MAURICE DECHTER, buyer-man- 
ager of Herberger’s, Edina, Minn., 
says: 

“The personal element is impor- 
tant in all shoe stores, but more so 
in a neighborhood store such as 
ours. Not having a transient trade 
to depend on, it is necessary that 
every transaction should be keyed 
to the individual recognition in 
order that repeat business be built 
through friendly relationship. 


“Remembering names, members 
of the family, events in which the 
family is interested shows that the 
store is aware of the individual as 
an entity—not just a customer. 

“Friendly service is the primary 
factor in the neighborhood store. 
We follow this up by presenting 
quality and style merchandise in 
attractive setting; giving good value 
in each purchase. We encourage 
customers to feel that they can 
browse about the department, tak- 
ing their time to look over displays 
before fitting. The restful, welcom- 
ing atmosphere establishes the de- 
partment in their minds as a plea- 
sant place in which to shop.” 
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“Mind if | leave it here while | get fitted?" 
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This photo was taken at Upson, Ltd., Kettering, England, a subsidiary of Bally Shoe Factories, 
Ltd., of Schoenenwerd, Switzerland. Left to right: T. N. Bird, managing director; Mr. Dawsor. 
works manager; John A Bush; Francis Kamber of the Bally organization of Switzerland. 


A Shoe Man 
Travels 
In Germany 


by JOHN A. BUSH 
Chairman of the Board, Brown Shoe 
Company, St. Louis, Mo. 


ACCEPTING an invitation from Max Bally of the 
famous Bally shoe manufacturing concern, with head- 
quarters at Schoenenwerd, Switzerland, I sailed from 
America on the Cunard White Star Steamer Queen 
Elizabeth on May 28, and like a postman’s holiday | 
had the pleasure of visiting some 27 shoe factories, tan- 
neries and leather establishments in England, Scotland, 
Switzerland, France and a seven-day trip through French 
and American zones of Germany. 

On July 5 in a pouring rain I crossed the Rhine at 
Basel, Switzerland, through the International Gateway 
into Germany, well equipped with a Mercedes car 
loaned me by Mr. Bally and a fine chauffeur, Hans 
Haussener. We were stopped by the French guards and 
after an examination of passports, baggage, the record- 
ing of our car number, the gate was lifted and we were 

[TURN TO PAGE 66, PLEASE] 


Through the kindness of Max Bally, Mr. Bush had the 
use of a Mercedes car and chauffeur. 


Above: This street corner in Frankfurt shows the extent 
of the damage caused by bombing. 


Above: United Shoe Machinery Corporation's office at 

Frankfurt after bombing. Below: Moenus Shoe Machin- 

ery Company's factory at Frankfurt, another plant which 
was badly damaged by bombs. 








Interest In COLOR 


Keynotes Leather Openings 





Tanners’ Council Two-Day Exhibit at 
Waldorf-Astoria Draws Record Attendance 


with Heavy Sampling—Price Prospects for Spring of Primary Interest. 


| NTEREST of the shoe industry in the new leathers and 
colors for Spring was demonstrated by a record at- 
tendance at the Tanners Council of America’s two-day 
Opening of American Leathers for Spring, held at the 
Waldorf-Astoria Hotel, New York, September 14th and 
15th. It was estimated that buyer attendance exceeded 

,, that of last March when 8000 buyers were registered 
before the end of the showing. 

There was heavy sampling of leather, but sales were 
few, a condition which was to have been expected since 
actual sales are rarely made at leather openings, nor-is 
this event intended to be a market place in the usually 
accepted sense of the word. The subject of price came 
in for much discussion at the show. Although caution 
is still the watchword among buyers, there is detected 
a slow acceptance of current price levels, since, as one 
exhibitor put it, “There is nothing in the picture as we 
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see it now which will make for any decided drop in 
prices.” 

Exhibitors, however, were optimistic. They agreed 
with the statements made by Irving R. Glass, executive 
vice-presidert of the Tanners’ Council, at a press lunch- 
eon held on September 14th. Mr. Glass pointed out that 
shoe manufacturers’ leather inventories are low and that 
buying cannot be postponed much longer if delivery 
dates are to be met; that, although caution is still the 
watchword among buyers, this caution is to be viewed 
with satisfaction, since it means that there are no dis- 
locations, no excesses or blocks in the tanning or shoe 
industries which might snowball into something dan- 
gerous. 

Mr. Glass considered prospects good for a satisfactory 
Spring and Summer business, and estimated that shoe 

. [TURN TO PAGE 64, PLEASE] 
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N.S.R. A. Style Committees in Action 


How a Big Association Keeps Its Members in the Vanguard of Style. 

Gathering Information at the Fountain, Heads of Fashion. It Assembles 

and Presents This Material in an Over-All Style Coordination Analysis 
and Merchandising Guide. 





FOLLOWING their regularly established custom, the, 
Style Committees, men’s, women’s and children’s, of the 
National Shoe Retailers Association recently met in 
closed sessions at the Waldorf-Astoria in New York. 
From these meetings will come, once again, a carefully 
formulated guide to the styling and merchandising of 
shoes and their promotion in coordination with ready- 
to-wear and accessory fashions. These committees are 
composed of some of the most creative, best-informed 
minds in the manufacturing and retail branches of the 
industry, with about an equa! number of representatives 
from each branch. 

Prior to their meetings the committees are furnished 
with style reports from the best known authorities in 
the entire fashion apparel field. In the preparation of 
the report for the Women’s Style Committee, a style co- 
ordinator shops the fabric markets to gather advance 
information on colors and textures, as well as the newest 
style trends in ready-to-wear silhouettes, in bags, belts, 
gloves, hosiery and hats. Aided by a competent staff, 
she prepares her report. This is then presented at a 
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preliminary meeting of the committee. Swatches ot 
fabrics are displayed and discussed, from the point of 
view of colors, textures and ultimate use in dresses, 
suits and coais. Leading silhouettes for the forthcoming 
season are illustrated either in actual garments, made 
up well in advance of the regular season, or in fashion 
drawings. Handbags, gloves, belts and hosiery are dis- 
played to illustrate shapes, sizes, colors, materials and 
treatments. Hats are modeled to show the complete 
fashion silhouette. 

All this information, so painstakingly assembled and 
presented would, however, have little permanent value 
for either the shoe style expert on the Women’s Style 
Committee or for the industry in general, when they re- 
ceive the committee’s report, if it did not include an 
equally thorough study of merchandising and coordina- 
tion possibilities and stimulating advice along these lines. 
No alert manufacturer or merchant needs to be told 
today that shoe styling is affected by trends in skirt 
lengths and fullness, coat and jacket silhouettes, the size 

[TURN TO PAGE 70, PLEASE] 
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Harriett Porteous Creations pre- 
sent this Grand Prix Promotion 
with shoes by Richard Fairbend 
& Sons; bag by Charles E. Block: 
gloves by Aris and spats by S. 
Rauh. The checked suede, pro- 
duced by a photographic process, 
in red and black trims the black 
suede shoe and accessories. A 
beige and brown check is used on 
brown suede shoes and accessories. 
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PLAN 


Some Women Like Exact Dupli- 
cation to the Minutest Detail in 
Their Accessories. To Others the 
Matching of Colors, Materials and 


Silhouettes Is What Constitutes 


High tongue Pilgrim pump with shiny buckle matched in handbag clasp, "eee 
in black suede. Matching gloves have detachable cuffs. Frank Brothers. Smart Coordination. 





MATCHING color with color, black shoe with’ black 
handbag and brown shoe with brown bag—that was 
about all the coordination that could be managed dur- 
ing wartime restrictions. Shoes and matched accessories 
illustrated here show how much has been done in a 
few short years to develop ‘interesting coordination 
themes. 

In merchandising your accessory departments, it is 








CO)-ORDINATIONS 
For Lvery Type of Customer 


not enough just to have handbags, gloves and, possibly, 
other accessories that will echo the colors, leathers and 
detailings of your shoes. You need to analyze kinds 
of coordinations and consumer tastes. Some women like 
nothing better than to match a bag, a glove, a belt, per- 
haps a hat, to a shoe just as exactly as the different char- 
acter of the merchandise will permit. Women whose 
taste runs in this direction enjoy having everything 
match down to the last tiny button and bow. For them 
such coordination is possible this year, as can be seen 
in some of these illustrations. To other women, how- 
ever, such exact duplication of details is not what they 

[TURN TO PAGE 63, PLEASE] 


Dressy bootee shown in suede com- 
bined with matching satin. The 
silk frogging is flanked with tiny 
butions and this regimental effect 
is matched in the “shortie” gloves. 
Suede and satin combination is 
repeated in handbag and gloves. 
Frank Brothers. 


Unborn calf makes this striking 


handbag and sandal, available in 
brown .and white or black and 
white on*a-half or whole inch 
platform -6n - ranging from 
18/8 to 25/8.<From Halroy Shoe 
Co. of New England. 











Holland Festiva 
SELLS 


Wooden Shoes 


On festival day, the young girls of Holland emerge 

with their six pairs of woolen socks and their 

klomping shoes for the annual klompen dance. 
In the background is a real windmill. 
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Holland in This Case Refers to Holland, Michigan, Where No 
Self-Respecting High School Girl Would Be Caught Without 
Her Klompen When the Annual Festival Day Rolls Around. Worn 
Over Six Pairs of Woolen Hose, the Shoes Are Important 
Requisites for the Annual Festival Dance. 


This young lady tries on a pair of klompen in This is where the wooden shoes are made, a factory in the raw. 
anticipation of the klompen-dance the following Fred Oldemulders works with pine and birch logs and a series of 
day. The shoes sell for about $3 per pair and fancy knives. That is his whole factory. He turns out about two 
can bé bought in only one place in Holland. pairs an hour. A finished pair rests on his work bench. 
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With a sharp hatchet the cobbler in wood whittles the block into 
the general shape of the sabot. As few as 20 strokes will get the log 
into this shape. It is almost ready for the gouging of the interior. 


THERE’S no pitter-patter or fairy- 
footed traipsing in these dance 
shoes. They’re made of wood, plain 
pine wood and they both look and 


weigh it. Each one of these wooden 
shoes made in America’s Dutch 
town, Holland, Michigan, weighs 
one pound and has walls one inch 
thick all around. 

Fred Oldemulders of that town is 


With a gouge-like tool at the end of a long handle to afford leverage, 

the operator scoops out the inside of the shoe like so much cheese. 

This clears the part under the instep; the toe area must then be 
scooped out. 
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the most unusual cobbler in town. 
He makes those wooden slippers for 
all the high school girls who wish 
to take part in the annual klompen 
dance that clatters its wooden way 
through the streets and parks of the 
town. On the festival day hundreds 
of the sabots are bought and donned 
over six pairs of heavy woolen hose 
and a layer of sponge rubber. It 


The blade slices first in one direction, then 
the shoe is reversed to slice in another direction 
to yield the hollow area where sole meets heel. 


takes that much insulation to make 
the shoes comfortable. 

The klompen dance is a specifical- 
ly choreographed system, and the 
girl who has been flitting about town 
the year ‘round in lightweight shoes 
must really learn to get used to the 
ponderous pedal-anchors before she 
can step into her dance. 


Piled high in the sun to dry, the shoes shown 
here are almost ready to be sent to the store 
where they will be snatched up quickly by 


high school girls. 











New second floor department for better shoes. Walls are of tufted wine-color fiberglass with 
shadow boxes trimmed in bleached oak. Chairs are of blond wood with beige upholstery. 
Lighting is combined incandescent and fluorescent. 


COME ORT AND BEAUTY HIGHLIGHTS 


For Over a Year Krupp & Tuffly, One of the 
Oldest Shoe Firms in Continuous Operation in 
Houston, Has Been Remodeling and Expand- 
ing. It Now Has Four Completely New Floors 


With 15 Smart New Shops and Sections. 


KRUPP & TUFFLY, one of Houston’s oldest retail shoe 
firms, recently reopened its modernized store with the 
hoopla of a Hollywood preview. Fashion designers and 
shoe manufacturers from the style centers of the United 
States were present. A 30-minute radio program broad- 
cast from the front entrance lobby introduced these 
visiting celebrities and distinguished guests to the thou- 
sands of people listening in and to those gathered to 
admire the store. The cutting of a blue silk ribbon by 
the Mayor pro tem, Harry Holmes, made the opening 
official. 

For more than a year, Krupp & Tuffly has been ex- 
panding and redecorating the four floors of the building. 


Above, left: New beys’ shoe shop located in the downstairs 

portion of the store. Comic cowboy murals may be seen on 

one wall. Left: “Little Accessory Shop”, adjoining the 

women’s better shoes on the second floor. All fixtures are 
of bleached oak; case lighting is fluorescent. 





Approximately $350,000 was spent in accomplishing this 
change. Primarily a shoe store, Krupp & Tuffly also 
handles all varieties of men’s, women’s and children’s 
accessories. 

The front of the store has a clean, modern appearance 
achieved by the use of great blocks of cream-colored 
Indiana limestone faced over the large display win- 
dows and the clear glass entrance doors. 

Inside, modern equipment and subtle colors have 
been expertly and tastefully blended to provide a maxi- 
mum of comfort with a maximum of beauty. Soft- 
toned walls and paneling, fixtures in the newest blond 
woods, and harmonizing upholstery combine to create 
an attractive background for merchandise. 

The men’s department on the first floor has been 
designed to resemble a men’s club atmosphere. It has 
two sections: a shoe shop and a furnishings shop. Di- 
rectly opposite the main entrance is the women’s acces- 
sory shop with a large hand bag selection, and fine 
hosiery, gloves and lingerie. 

A shopping center with three integrated shops high- 
lights the second floor. -These are the Women’s Finer 
Shop, the Women’s Ready-to-Wear Shop and the Little 
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or TEXAS STORE 


Top of page: Left to right, L. E. Tuffly, Krupp & Tuffly; 

J. McBryan, J. Edwards & Co.; D. C. Curtis, Curtis Shoe 

Co.; Harold Kilduff, O’Donnell Shoe Co.; A. J. Zilker, 

Krupp & Tuffly; Bob Brown, Brown Shoe Co.; Paul 

Daniels, O’Donnell Shoe Corp.; Wilbur McKinney, Brown 
Shoe Co.; Kirby Taylor, Schawe-Gerwin. 

Above, right: Left to right, Joe Siragusa; J. H. Haney, J. P. 
Smith Shoe Co.; George Sandberg; Paul Aikins, Winthrop 
Shoe Co.; Lacey Moseley. 

Right: Left to right, Guy Manley, E. P. Reed & Co.; Ray 
Trenor; Ruth Klump, Valley Shoe Corp.; J. H. Scroggins, 
Krupp & Tuffly; Sam Schwartz, Schwartz & Benjamin, Inc.; 

Earl McNeill, E. P. Reed & Co. 
Below: Left to right, J. B. Tuffly, Jr.; Buster Lary, Para- 
mount Shoe Co.; Al Allen, Brown Shoe Co.; Morris Kal- 
mon, Paramount Shoe Co.; Carl Fliegner, Brown Shoe Co.; 
Ray Oppenheimer, A. Sandler & Co.; Wyatt Virgilio, Pen- 
nant Shoe Co.; Joe Reinhart, Jefferson Shoe Co.; J. B. 
Tuffly, Sr.. Krupp & Tuffly. 
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Hallowe'en is the theme 
of this children’s shoe 
window, with a pumpkin 
head on a straw haystack. 
The cut-out witch and 
party ribbons add to the 
gaiety of the atmosphere. 








A comfort shoe window 

can be attractive. Try cut- 
. out figures in cardboard, 

set them up in the win- 
dow in dimensional for- 
mation. Show various ac- 
tivities in the figures to 
appeal to greatest number 
of customers. 








Fall Windows Can Be Colorful Sales Geitters for Your Store. Here Are 


Four Ideas Which You Can Work Out Yourself to Produce Attractive 


Displays That Will Help You Sell More Shoes. 


by BEN WALTERS, 
Walters Display, Inc. New York 


In a women’s window, 
Hallowe’en makes an 
attractive theme. Seam- 
less paper background 
with sky scenery, signs 
and fashion figure of 
cardboard, all add to 
the holiday atmos- 
phere. Paste straw on 
face, hands and feet, 
add paper pumpkins 
for touch of color. 





For a men’s shoe 
window, use the 
election theme. Mr. 
Candidate is card- 
board, background 

has blue _ ribbons 
des: for copy and dis- 
co play. This makes a 
sees: timely, amusing, sell- 
ing window. 


indow 
y cut- 
board, 
. win- 


1 for- 








ditorial outlook 


Shoe Industry Seeks Solutions 


For something like a year or more, thoughtful ob- 
servers of shoe trade conditions have been pointing to 
certain potential dangers in the price-demand-supply 
situation and certain likely consequences if that situa- 
tion were to continue without change. It hasn’t changed 
very materially and some of the consequences that were 
predicted have begun to appear in a noticeable degree. 
So now, it seems the family secret has gotten out and 
everybody knows about it. Kiplinger mentioned it a 
few weeks back. The National City Bank of New York, 
in its September economic letter, pointed to shoes as 
a line in which supply has caught up with demand. “As 
the catching up spreads,” it predicted “the price rises 
will halt because the market will not stand them.” 

The New York Times summed the situation up in a 
headline “Economic Boom is Over But Prosperity 
Stays.” The article, written by Walter H. Waggoner of 
the Times Washington staff, told how economists at 
the capital viewed current business conditions as basi- 
cally sound but noted weak spots beginning to appear 
which should receive prompt attention and care. One 
of the weak spots mentioned by Mr. Waggoner and 
most of the other observers is textiles, both cotton and 
woolen; another is shoes. In the same category fall 
various types of small durable goods, like radios and 
certain electrical appliances. Mr. Waggoner observes 
that “these industries report sales difficulties and mar- 
kets slipping away. They brood over the need for higher 
prices to meet rising costs, but cringe at the thought of 
increasing prices in the face of rising competition.” 

So there’s the shoe picture, not as the trade sees it, 
but as it is beginning to loom up to outside observers. 
Meanwhile, the same issue of the Times that carried 
Mr. Waggoner’s article reported that automobile manu- 
facturers can discern no decline in demand for motor 
cars despite recent price rises. On the contrary, the 
volume of unfilled orders stands at an all-time peak. 

It is nothing new, of course, for the shoe trade to find 
itself in the unpleasant and unenviable situation of a 
whipping boy when the public rises up to protest about 
prices. But;naturally a lot of shoe men wonder “Why 
pick on us?” After all, shoe prices haven’t risen in 
proportion any more than automobiles or anything else. 
The average annual family shoe bill, even on today’s 
market, amounts to chicken feed compared with the 
yearly cost of some other basic necessities like foods. 

Meanwhile the industry and its advisers look about 


for new and more effective ways of dealing with the 
price and selling problems that confront all shoe people 
at the beginning of the final quarter of this extraordi- 
nary year. Some suggestions have been made, most of 
which fall into two categories, those that aim to reduce 
shoe price levels through more efficient production and 
distribution methods and those that seek to sell more 
shoes at present price levels through improved promo- 
tion, advertising and salesmanship. 

The shoe trade, or certain sectors of it, have appar- 
ently arrived at an impasse in which business is being 
slowed down by a price level that has restrained many 
customers from buying the number of pairs they were 
previously accustomed to buy. In a situation of that 
kind, it is natural for many people to say, “Improve 
your production methods, streamline your operations, 
introduce engineering efficiency into your operations 
and lower your costs. Then you can sell cheaper and 
people will buy more shoes.” 

But unfortunately it isn’t that easy. Some shoe manu- 
facturers could introduce more effective production 
methods, perhaps, but many others have gone about as 
far as they can go in this direction. Shoemaking isn’t 
like the manufacture of automobiles; it doesn’t lend 
itself to the same degree of standardization. There are 
cost rigidities that are difficult to deal with, and these 
extend all the way back through leather manufacturing 
to the hide markets. Neither can a whole industry like 
shoes lift itself by its bootstraps by simply resolving to 
do a better selling job. 

The shoe business is pretty highly individualized. A 
production plan that could be meat for a popular price 
manufacturer might prove rank poison to the fellow who 
is trying to do a high style top quality job for an ultra. - 
exclusive clientele. So it looks to us like there isn’t any 
magic formula that’s going to prove 100 per cent suc- 
cessful in pulling a whole industry out of the situation 
in which the shoe trade presently finds itself. More 
efficient production, more aggressive promotion and 
more intelligent salesmanship can help a lot. We see 
definite possibilities in the new public relations pro- 
gram. But beyond that it’s up to every individual manu- 
facturer and merchant to face the facts realistically, re- 
examine his own operation and try to figure out what 


he can do to keep step with competition and to make 


his merchandise and service conform to the changing 
requirements of the market he aims to serve. 
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ACTIVE, MODERNS 
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TOWN WALKER 


EASY GOERS 
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Where there’s the Shoe Fair, there’s Selby—with the 


liveliest Spring lines in sight. Nine of them, in fact. 
Here are the features millions of women know and want. 
Here’s more sell per shoe—more style, quality and 
established brand demand than you can afford to miss. 


If you don’t do another thing in Chicago, see Selby! 


OCTOBER 25, 26, 27, 28 
PALMER HOUSE, CHICAGO 


ROOMS 831 TO 841 inclusive 


THE SELBY SHOE COMPANY, roxrsmovrs, omo 


NEW YORK OFFICES: 3120 Empire State-Building and 926 Marbridge Building 
LOS ANGELES OFFICES: 816 Haas Building 








Step 


by EDWARD SPASEK 


A THREE-RING CIRCUS is going 
en in the shoe industry today. The 
big tight wire act has to do with 
prices. Performers are the retailer, 
the manufacturer and the consumer. 
The retailer and manufacturer, rid- 
ing the shoulders of the high-wire 
walking consumer, are tossing the 
blame for their precarious situation 
on each other, seriously disturbing 
the balance of all three. But it’s the 
consumer who’s really walking the 
wire, and if they don’t cooperate and 
pay attention to him, they'll never 
cross safely. Leaving the metaphor, 
in the final analysis, it’s the little 
dollar-beaten consumer who keeps 
the others ‘in business. If he resists 
prices en masse, then adjustments 
will have to be made by the retailer 
and manufacturer among themselves, 
or they'll all go tumbling down. 


oo; 3 


PUBLIC STILL BLAMES MAN. 
AGEMENT for high prices. The 
MacFadden Publisher’s Wage Earner 
Forum reports that the public as a 
whole still blames management for 
high prices. Forty-five per cent of 
husbands and 35.7 per cent of wives 
blamed manufacturers. Thirty-seven 
and two-tenths per cent of husbands 
and 35.2 per cent of wives blamed 
distributors. And the next to have 
the finger of blame pointed at them 
were the retailers. 


ee. 


SHOE PRODUCTION FOR THE 
FIRST EIGHT MONTHS is higher 
by 1.5 per cent than in the similar 
period in 1947, according to the Tan- 
ners Council News. Nineteen forty- 
seven production was 302 million 
shoes, and “48 production was 307 


million. 
+ 2 # 


A souND PROGRAM FOR INFLA- 





Step 


Pertinent Paragraphs on Business Progress, 
Shoewise and Otherwise 


TION, says the National City Bank 
of New York, would be (1) Cut gov- 
ernment spending. (2) Tighten up 
urban mortgage credit. (3) Modify 
price support for agricultural prod- 
ucts and let cost of food come down. 
(4) Use present bank credit instead 
of creating new controls. (5) Proper 
spirit and good sense of people them- 
selves will help beat inflation. 


ee 2 = 


AFTERTHOUGHT . . . There are so 
meny programs for combating infla- 
tion being offered today that there 
cought to be a program for these pro- 


grams! 
= * = 


THE AVERAGE VALUE OF JUNE 
SHOE SHIPMENTS was $3.62, the 
Department of Commerce reports. 
This is higher than the shipments of 
April and May. It is suggested that 
the reasons for these lows may have 
been the heavy shipments of Summer 
casuals and play shoes. 


eo 8 7@ 


REASONS FOR ADVERTISING, ac- 
cording to an advertising consultant, 
are: (1) To reach people using the 
product. (2) To reach people using 
competitor's product. And (3) Ex- 
pand one’s own market. Put that on 
a sign placed prominently on your 


desk. 


ee a -2@ 


ARE WHOLESALERS NECES. 
SARY TO BUSINESS? Yes, accord- 
ing to the Distribution Report of Sept. 
7 of Research Institute of America 
in a very interesting analysis of the 
trend toward direct-selling by manu- 
facturers. Here are a few excerpts 
from their comments: “More and more 
manufacturers are side-stepping es- 
tablished distribution channels. Some 
producers are eliminating wholesal- 
ers, others are selling through com- 


pany-owned retail stores . . . also 
there’s an increase of house-to-house 
canvassers, and straight-from-the-fac- 
tory sales. . . . The trend to direct 
selling is hitting wholesalers as well 
as retailers. . . . While there are ex- 
ceptions, the general rule would seem 
to be that it is risky to eliminate dis- 
tributors, except where the market is 
dense, personal contact with dealers 
or users is unimportant and the man- 
ufacturer’s facilities can handle the 
mass of detail... . ” 

= * = 


MoRE THAN 70 PER CENT of the 
American public erroneously believes 
that industry makes a profit of 10 
per cent or more, according to a sur- 
vey conducted by Modern Industry 
magazine. Actually profits are only 
7.1 per cent, the National City Bank 
reports. Modern Industry attributes 
this belief to the failure of business 
to utilize newspapers and magazines 
sufficiently to tell their story. See 
Chilton Company’s current advertise- 
ment in trade magazines also demand. 
ing that businessmen get busy and 
defend themselves. 
>. Se 


JINGLE JANGLE JINGLE .. . Per- 
sonal income of the United States is 
now running at $212 billion. 

* = * 


A DICTIONARY OF MEN’S AP- 
PAREL TERMINOLOGY has been 
included in the September issue of 
Apparel Arts magazine. This diction- 
ary is the first of its kind, and should 
prove handy for retailers and other 
members of the industry. 
on 2 


ADVERTISING TIP from an adver- 
tising expert: “A product that won’t 
sell without advertising, generally 
cannot be sold with advertising. Ad- 
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We're just bursting with °em here at PRIMA 
.-- ideas that mean more sales for you! 


When you visit Prima at Room 605, Hotel Mor- 
rison, during the coming National Shoe Fair— 
here’s what’s in store for you. Pardon our an- 
nouncing this so early, but some news is just too 
good to keep! 

& 


NEW STRAP VARIATIONS 


You'll find your old friend, the classic Ballerina by Prima, 
along with loads of fresh, new strap and heel variations. 
Besides the regular Ballerina heel, there will be 5s” wedge 
heels and 5%” outside heels. These new innovations on the 
basic Ballerina theme give these classic flats all sorts of 
engaging new forms. They'll be available in all the wanted 
materials; soft suedes, colt leathers, gold and silver kid, 
luxurious velvets, sleek satins and sophisticated faillé and 
moiré. Remember, they're all made in misses’ sizes also— 
naturals for mother-daughter or big sister-little sister promo- 
tions. This completely new line of Ballerinas by Prima is 
the most beautiful yet—see if you don’t agree! 


WHAT ABOUT LOUNGING SLIPPERS? 


You'll buy the new line of Primadorable lounging shoes 
on sight—just like your customers will. These darling 
little shoes are made over the classic ballet last, right and 
left, in full and half sizes, with the famous draw-string 
that prevents gapping. These shoes FIT, and we mean 
just that! 


You'll have a choice of quilted satins, plain satins, 
velvets, lastex quilted satin in basket weave with multi- 
stitch and floral embroidered satin—with a range of colors 
and designs that'll make you catch your breath. These 
lovable Primadorables have a soft retan sole and Prima 
high quality throughout, with real down-to-earth Ballerina 
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comfort—and they’re in the budget price range, where 
volume is greatest! (Misses’ sizes too!) 


* 
INTERESTED IN CORDUROY? 


And who isn’t? When Prima made the first corduroy 
ballet type shoe this summer, we thought they were real 
“comers,” but what happened even surprised us. Our 
new crepe-sole Ballerina in corduroy was an absolute sen- 
sation, and we still can’t make enough of them to satisfy 
the demand. We'll be ready with more corduroys in a 
wide range of colors and sole styles in both women’s and 
misses’ sizes—and we’ll work like the dickens to see that 
everybody gets a fair share. 


a 
AND GOLDCOASTERS TOO 


Right, and don’t forget the furore the revolutionary gored 
thong created at the last Shoe Fair. There'll be new styles 
in Goldcoasters too, featuring new strap variations, plus 
the thong—all in a wider range of new colors and materials. 


a 
THEN THERE'S KIDDIES SHOES 


Primettes—that’s what we call ’em, and they’re a com- 
plete line of kiddies shoes in all wanted styles and colors. 
They’re new with us, but we’re mighty proud of the little 
fellows, and we’re sure you'll like them too! 


a 
DON'T FORGET DANCING SHOES 


No sir, because stores that carry them have learned to 
depend upon them as a steady source of additional profit, 
with a minimum of selling cost. Styles are basic and seldom 
change, in-stock service is always available, and dancing 
schools are looking forward to the greatest season in their 
history. Prima now has a ComPLete line, including hard- 
toe ballet (toe shoes), tap-ties, soft-toe pleated-toe ballet, 
full-sole student ballet and acrobatic sandals—with a wide 
range of sizes, colors and materials. And, Primas bear the 
Parents’ seal of approval on every pair—to make your selling 
job easy! 


YOU JUST CAN'T AFFORD TO MISS SEEING PRIMA AT ROOM 
605, MORRISON HOTEL, DURING THE NATIONAL SHOE FAIR! 


PRIMA, Ine. 
705 Ann Street, Columbus 6, Ohio 
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More TINGS for your cash register 








more WIN GS for your customer's feet 





when you sell the new 





* Orthipad offers a NEW experience 

in foot comfort... even in the highest heeled 
shoes. Your customers who put fashion first 

will appreciate that. Ask them to try them... 
they'll buy them. Orthipad is that comfortable. 


Did we say your cash register will ring? Just consider 
this: The: new Trimfoot Orthipad, made of the finest 
camera case leather, retails for $3.50 per pair... 
costs you only $1.75... AND Trimfoot pays a 
generous bonus fo the retail salesman! 


Send for your trial dozen today. Your money back if 


Orthipad fails to demonstrate real sales potential 
within 10 days! Sizes 4 thru 10. Narrow and wide. 





APPLIANCE PRODUCTS DIVISION: 


Vinehool 


TRIMFOOT COMPANY +TRIMFOOT TERRACE*FARMINGTON, MG. - 
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DETROIT RETAILERS 
OPTIMISTIC 


CuRRENT spirit of Detroit shoe men 
is moderately optimistic, as the usual 
pre-school and Fall sales volume re- 
turns, with emphasis, of course, upon 
the juvenile lines. A few stores had 
symptoms of a mild boom condition, 
but in general it was no more than 
the average seasonal increase. 
General level of business, accord- 
ing to confidential statements by lead- 
ing merchants, is just about equal to 
last year’s. With many stores going 
under a year ago earlier in the sea- 
son, this leveling off is a good omen 
that encourages many shoe men. 
Detroit’s familiar hectic industrial 
life has contributed to the uncertainty 
of recent weeks, with a heat wave 
causing the principal trouble. Tens of 
thousands of layoffs for varying pe- 
riods pointed to an unstable industrial 
background, while some shutdowns in 
auto plants were attributed to dis- 
putes in supply plants in other cities. 
On the style front, an unusually 
heavy demand for opera pumps was 
reported by Russek’s, which was do- 
ing something liké a land office busi- 
ness in this field. Demand for this 
specialty started unusually early, and 
included all varieties of opera pumps. 


The known presence of a good stock, - 


proper'y exploited, had a lot to do 
with the surprising sales volume. 

Colored shoes are nearly out of the 
picture here at present. Style leaders, 
as reported by Russek’s and con- 
firmed by various specialty shops, 
were in. black and brown. Bronze in 
suedes was a very strong specialty 
item. There was a modest but steady 
demand for calfskins, but this was 
expected to move upward steadily in 
the next few weeks. Unusual factor 
of women’s shoe demand, reminiscent 
of wartime conditions, was the even 
spread of demand over almost all 
types, rather than a concentration on 
special types. Typically, both the 
high and baby Louis heels were not- 
able favorites. 

Rubber goods appear to be mov- 
ing unusually early, with small mer- 
chants especially doing a good job 
of selling rubbers or galoshes with 
shoe purchases, particularly for chil- 
dren. The increase in average stock 
has posed a problem with smaller 
stores in lack of storage space, par- 
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ticularly for galoshes which appear 
to take a disproportionate amount of 
space for their turnover volume. 

The average customer is becoming 
more finicky in his selection of shoes, 
rather than just taking anything, in- 
dwidual merchants agree in talking 
over business, despite the widespread 
evenness of demand indicated above 
in women’s shoes. 

a 
RESISTANCE, HEAT 
SLOW BALTIMORE SALES 


THE end of August and the first 
part of September showed volume 
business to be on a par with the same 
period last year in Baltimore stores. 
In one case, however, it was reported 
to have dipped 2 per cent lower than 
1947, according to reports from shoe 
-uyers. Reasons advanced were price 
resistance, a slowing up of business 
generally, because of economic rea- 
sens and some extremely hot days the 
latter part of August. The latter rea- 
son, particularly, retarded early Fall 
purchasing of black suede and cool 
weather shoes. generally. However. 
dealers reported sell-outs in their 
Summer sales. 

Black suede, green calf and grey 
suede were the preferred color and 








SUEMDEA tiEGANCL 
i la the new silhouette 
by Pe Lir Bb 











HESS | 





The new slender silhouette was the subject 
of this interesting ad run by Hess of Balti- 
more, Md., recently. 








first 


for the 
part of September. The plain pump, 
in suede, with both open and closed 
toe and closed back as well as the 
aukle strap were leading in style 
preferences. 


material combinations 


S38 & 
SALES STILL SLUMP 
IN UPSTATE NEW YORK 


THE coming of Fall has meant lit- 
tie to shoe stores in Elmira, N. Y.. 
with most of them reporting a pro- 
longing of the Summer slump. Shoe 
retailers feel that they are getting 
their share of consumer spending, but 
all types of stores appear to be af- 
fected by recent industrial layoffs. 

Back-to-school trade has not meant 
much to shoe stores for some reason. 
Several stores conducted schoo] pro- 
motions with indifferent results. One 
shoe man voiced the opinion that the 
sale of college shoes was stimulated, 
but that the parents of school age chil- 
dren are in no hurry to buy Fall foot- 
wear for them. 

Stores are winding up a good casual 
season. Favorites have been loafers, 
buckle-type moccasins and _basket- 
weave moccasins. Wedgies continue 
good. Other popular styles are black 
suede pumps, opera pumps and ankle 
straps. Most stores are selling many 
more open than closed toes.. A few 
dealers note a gradual trend to closed 
models. 

Cuban heels are said to be most 
pepular, with high heels most wanted 
in dress shoes. Stores in this area are 
not stocking Louis heels and have had 
no calls for them. Black is by far 
the most wanted color. Brown: ‘is 
good, and there is some demand for 
green and grey, but none for bronze. 
Suedes easily outsell all other leath- 
ers. Reptiles are moving well at a 


few stores. 
= = = 


BLACK SUEDE LEADS 
IN CHICAGO 


CooL Chicago weather the last few 
weeks took the retail shoe business 
out of the hot weather doldrums it 
had suffered for more than two weeks. 
Fall shoe business had been off to a 
good start early in August, but sales 
dropped to almost nothing during the 
severe hot spell from mid-month on. 
The Friday and Saturday before Labor 
Day and the Tuesday following 
brought a good spurt of business in 
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all types of shoes, particularly chil- 
dren’s. 

Black suedes are leading women’s 
shoe selling, and there is good busi- 
ness being booked on calf and kid in 
brown and colors, particularly blues, 
greens, wines, and most recently in 
bionze. Silhouette is dominating 
most of the promotions, particularly 
in slim forms, narrow bare throats, 
and high backs. Bootie types and heel 
cuff treatments are doing well in sev- 
eral salons, as are the shell shape, lat- 
tice work back, and lacy strap treat- 
ments. The varied Louis heel adapta- 
tions are being well received. 

Black tops all color promotions, 
with special trim being pointed up in 
extreme dressy and high style types. 
The Walton Shoe Salon is featuring 
a black suede opera pump and match- 
ing handbag with pearl buckle for 
trim. Gold colored piping in the vamp 
appears in one shoe being advertised 





by The Fair. Joseph devoted a full 
advertisement to its “Antigone” shoe 
described as reflecting “the new ele- 
gance of the season, a sophisticate in 
deep black suede with gold bracelet, 
or sable brown suede with bronze 
beaded satin strap.” 

Blue has been growing in impor- 
tance as a shoe color this Fall, and 
several departments are placing it on 
the reorder and fill-in list. Joseph 
offers it as “Autumn Blue” and sug- 
gests it either in calf or suede for 
wear with Winter brown. Doeskin is 
a good blue material in some quarters. 
Brocades, satins, velvets, and other 
dressy materials are showing some 
activity in high styles and high colors 
and are expected to be important in 
their limited sphere for Fall and well 
into Winter selling. 

Spats are being shown in most of 
the better salons and departments 
and are expected to go into the me- 
dium price range shortly, because of 
interest shown in them in some back- 
to-college promotions. Marshall Field 
& Co. recently devoted one of its en- 
tire Fall fashion advertisements to 
“the spat on its way back.” as part of 
the covered-up trend in footwear, and 
“elegant with a slim or a back-swept 
silhouette.” Featured styles were a 
satin for after five, a neat black check 





The return of the spat, to lend a touch of 
elegance to a shoe, was played up in this 
ad of Marshall Field, Chicago. 





for wear with simple woolens, and a 
model trimmed with fur for a town 
suit. 

* * * 


BLACK SUEDE TOPS 
IN MIAMI 


Witn back-to-school business out of 
the way, shoe men throughout the 
Miami area are preparing to startle 
both visitors and home folk with some 
radical innovations. Everything is at 
present a deep dark secret, but plenty 
of hints of unusual features to be pre- 
sented as soon as “the season” opens. 
have been dropped. 

This has been a black Fall business, 
particularly so far as the college 
crowd is concerned. Black suede has 
been by far the leader. Black, blue 
and brown suede have been in the 
picture, but a survey of several shops 
indicates that three pairs of black 
were sold to one of color. 

The casual shoe has been doing 
very well. One shoe man remarked 
that both comfort and price entered 
into the picture here. 

The closed shoe has been making 
progress. A number of plain pumps 
have been sold, as well as some with 
slight trim. 

“The enchanting backward glance” 
ran one advertisement which placed 
emphasis upon the ankle strap and 
fancy heel. Ankle straps are moving 
because a slender strap does some- 
thing to even a thick ankle that is 
flattering. Hartley’s has been play- 
ing up a “complete shoe wardrobe as 
you go round the clock.” The idea is 
to change the strap on a ballet shoe 
and make it good for each change of 
costume. The shoe is a $10.95 num- 
ber, in black and white kid, with 
additional straps in red, bronze, gold, 
green or blue. Three extra pairs of 


straps are offered with each pair. This 
has been very popular. 

While there has been some attempt 
to get off the gold standard so popular 
last season, and adopt bronze kid for 
all-occasion wear, the idea has not as 
yet become popular. One store did 
have a small promotion and reported 
selling out within a very short space 
of time. But the majority of shoe 
men are waiting for some indication 
that this is going to be the hit of the 
season. Gold continues to be fairly 
active. 

Radical changes are appearing 
slowly—deep throated pumps, Cinde- 
rella slipper heel, decorative motifs of 
# wide variety, such as buttons, bead- 
ing, stitching, jewels and plenty of 
straps. 

As is always the case in this part 
of the country, reptiles of many kinds 
continue to be active. They are par- 
ticularly wanted by the woman look- 
ing for a high fashion shoe, that can 
be matched in a bag and perhaps a 
belt, and which may be worn with 
many costumes. For the visitor who 
lives “in a suit case” it is particularly 
helpful to have a single pair of shoes 
that will be wearable on many occa- 
sions. 


* = = 
BUSINESS IN ST. LOUIS 
PICKS UP 
With cooler, more _ seasonable 


weather during early and mid-Sep- 
tember, shoe business in St. Louis in 
women’s salons and departments took 





a definite turn for the better. The 
back-to-school trade made up a large 
portion of this early September vol- 
ume, but all classifications of feminine 
purchasing power responded to the 
brisk weather. To the teen-age and 
back-to-school groups hand-sewn loafer 
types appeared to be number one in 
demand. A buyer from one of the 
best stores said that plain types were 
better this year by two to one from 
the standpoint of consumer preference. 
Kiltie oxfords also were good, he said, 
as were saddle oxfords. 

In contrast to last year, however, 
the top volume shoes in the better de- 
partments are in‘a lower price range. 

[TURN TO PAGE 61, PLEASE] 
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Where are 


One of a series of messages to help you increase your understanding of business paper advertising, and its effect on your business. 


next year’s profits 


coming from? 


ABOR COSTS probably won't be any lower. Most 
materials, when you can get them, will still be 
costly. Yet no one in his right mind believes that 
profits can come from higher and higher prices. For 
that just makes everybody the loser in the end. 

So the answer you hear most often is for all of us 
to produce more. To produce more efficiently. To so 
refine our mass production techniques that we can 
shave the last penny off the manufacturing cost 
per unit. 

But that’s not the whole answer! 

The same principle must be applied to the manufac- 
lure of a sale. Because that’s where business will find 
its best opportunities for profit—-now and in the 
years to come. 


With a buyers’ market already in sight, it is time 


for business to re-examine the whole process of selling 
and distribution, and to improve the techniques of 
marketing its goods and services. The job is a tough 
one. It calls for streamlining, for more mechanization 
—which is simply another name for more aggressive 
and efficient advertising. 


Skillfully employed, advertising is to selling what 
the assembly line is to production. It is a machine 
that increases the capacity of the sales force by the 
hundreds, or thousands, or by any quantity your 
market requires—exploring the field, arousing inter- 
est, creating a preference for your company and 
its products. 


And nowhere does this machine operate at higher 
efficiency than in the business press, where it is con- 
centrated among your best prospects—and noone else! 


What are the ten ways to measure the results of your business paper 
advertising? You'll find the answers in a recent ABP folder, which we'll 
be glad to send you on request. Also, if you’d like reprints of this adver- 
tisement (or the entire series) to show to others in your organization, you 


may have them for the asking. 
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DON'T MISS 
COLT-CROMWELL'S 
NEWEST IN 
CHRISTMAS HANDBAGS 
MOCCASINS 
BOOTS and CASUALS 
VISIT ROOMS 800-899 


NATIONAL SHOE FAIR 
PALMER HOUSE 


BO ASCHEIM LEN MARKS 
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COLT-CROMWELL 


. . The Captain in 
KID BOOTS 
All Children’s Sizes In-Stock 
IMMEDIATE DELIVERIES 

















Fancy Multi-Color Stitching... 
Eye-catching White Underlays / 
. Sporty White Bindings ... | 
Dashing Underslung Heels . . . 
Non-Slip Heel Linings. 


YOUR CHOICE OF 2 STYLES 


Style 764 Style 754 
Tan Brown 
Vamp Vamp 

Brown Kid Red Kid 
Top Top 

PRICES: 


82-12—$5.00 pair 
12¥2- 3—$5.65 pair 


Ce )! C0 we aM ant 


Cans 
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Shoe Store Profits from Radio Program 
i IS SELDOM that health programs have a long life on 


the radio. Usually the public soon tires of being told what 
is good for it. In Columbus, Ohio, however, there is a 
notable exception—a foot health program that has been 
gving on for twelve years and is still going strong. To date 
it numbers 1750 broadcasts. 

To understand this unusual set-up you have to go back 
to the late 1920’s and pick up the story of a man, a store 
and an idea on promoting foot health by radio. The man, 
Harry Graham; the store, Evans & Schwartz, a family shoe 
store founded in 1888. 





The Foot Counselor assists Lorry Thompson, dean of the Evans & 
Schwartz fitting staff, in solving a customer's shoe problem. 


Harry Graham was a typical, ambitious young man who 
entered the shoe business immediately after high school. 
He sensed that there must be more to shoe fitting than 
selling shoes. At that time the store employed three fitters 
including the owner, Ellsworth Greiner. 

Mr. Graham attended evening schools to study salesman- 
ship, advertising, commercial art, and later attended such 
shoe and orthopedic courses as were offered by shoe man- 
ufacturers and appliance firms. This training proved in- 
valuable, and Harry Graham obtained an education in 
orthopedic shoe fitting. 

At nigh? school he attended a salesmanship class in 
which it was necessary to present a sales talk before the 
class. It was only natural that this talk concern shoes and 
feot health. It wasn’t the smooth delivery of today’s Foot 
Counselor; it was a rather disconnected talk by a nervous 
yeung man with stage-fright, but he knew his subject and 
as a whole, the talk was successful. Having made a start. 
it was not too difficult, when a homemaker’s class at Ohio 
State University wanted a speaker on shoes, to repeat the 
performance, this time with the help of a foot skeleton. a 
pedograph machine and some samples from the stock of 
Evans & Schwartz. Soon Mr. Graham was lecturing fre- 
quently to women’s clubs, P.T.A.’s and other organizations. 

About this time, Evans & Schwartz started to concen- 
trate on health shoes, featuring a more exacting fitting 
service. This store is situated out of the downtown district 
in a location that is far from good. Customers are seldom 

[TURN TO PAGE 69, PLEASE] 
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The demand for shoes costing more 
than $20 is noticeably below that of 
September, 1947. A survey of down- 
town buyers, however, indicates that 
the want for lower priced shoes was 
anticipated, as most departments 
bought lower priced lines for the cur- 
rent season than they did a year ago. 
Classic types of shoes are moving ex- 
ceptionally well, buyers agree. Black 
is the top color. Suede is the top 
material, and the opera pump is prob- 
ably the number one seller. Green 
and brown also are good colors. 
One of the loudest complaints of re- 
tailers here is directed at manufac- 
turers for failing to make deliveries on 
schedule. The buyer of one of St. 





downtown 


Louis’ prominent shoe 
stores said that late deliveries this 
Fall had played havoc with his mer- 
chandising schedule and that the only 
solution was to cancel orders that were 
not delivered on schedule. He added 
that manufacturers should notify an 
account before they cut the leather on 
shoes that they knew would be late. 
This would prevent making up shoes 
for cancellation, he pointed out. 


oS @ & 


NEW YORK STORES 
OFFER DIVERSITY OF STYLES 


THE second Sunday in September 
saw a great burst of newspaper ad- 
vertising of women’s Fall shoes. As 
great a variety of styles was featured 
as earlier inspection of Fall lines 
would have led one to expect. These 
included pumps and straps of all 
kinds; street shoes in many styles 
with some Colonial buckles and a new 
square toe last of outstanding in- 
terest; very dressy daytime shoes 
among which were a new kind of 
Theo tie, a golden bronze shoe, two 
high heel Colonial buckles, one buckle 
of solid metal and one of beading; 
and a number of casual shoes, usually 
on low wedge heels. One of these, a 
Baby Louis wedge heel, admittedly a 
great novelty, was not pulling as well 
as the other casuals in the group but 
the manager of the department ex- 
pressed no surprise at this fact. 

In spite of the diversity of styles of- 
tered, stores are still reporting con- 
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[CONTINUED FROM PAGE 58] 


tinued demand for the opera pump, 
most wanted in black suede but also 
selling in brown, navy, some green 
and, occasionally, wine and bronze. 
It is selling on a number of different 
heel heights with 17/8, 18/8 and 21/8 
generally popular, depending a good 
deal on the type of customer. The 
lower heel, around 13/8, is reported 
as increasingly important. One buyer 
commented that whatever shoe he had 
on a 13/8 heel “walked right out of 
the store.” 


More Louis heels in different 
heights are being shown all the time, 
and women are beginning to become 
accustomed to them although they are 
too radical a change for most women, 
it seems. The same can be said of the 
low-cut pump line in more conserva- 
tive stores. As one manager of the 
department in such a store remarked, 
“Women are interested in looking at 
the V-throat line but they end by buy- 
ing the round one.” On the other 
hand, another more fashion-conscious 
store reports the preference to be for 
the low-cut pump on a Louis heel. 

Other pumps besides the opera are 
selling. There is still plenty of call 
for sling pumps and open toe pumps 
on platform soles, we are told. One 
store with middle-of-the-road  style- 
minded customers gives the ratio of 
open patterns of all kinds as against 


- closed as 65 to 35. This same store 


notes the trend away from ankle 
straps. although these are still selling. 
This same store reports a good de- 
mand for flats in closed patterns as 
well as in slings and ankle straps. 
Some stores are still doing a back- 
to-school business in shark-tip oxfords 








B. ALTMAN & CO. 
Unbaitter by Jams Kean 
eS 








B. Altman & Co., New York, showed a 
group of shoes on the popular medium 
heel, as featured in this ad. 








and saddle oxfords. One department 
reports a demand for ankle straps in 
green suede, brown suede and lizard 
and black suede and patent leather in 
misses’ and growing girls’ sizes. 
College and high school girls are buy- 
ing plain pumps in black and brown 
suede on a 10/8 Baby Louis heel. 


= * *¥ 


PROVIDENCE MERCHANTS 
ARE OPTIMISTIC 


RETAIL shoe sales in Providence are 
ahead of last year for this period and 
merchants generally are pleased with 
the situation. There is an optimism 
that the remainder of the year will be 
good enough to make up for the slow 
sales during the first part. The Fall 
season is off to a good start, with con- 
siderable business in outfitting the 
younger set for school and college. 
With four large colleges in the area 
plus many secondary schools and the 
opening of public schools, it has made 
a good seasonable business for shoe 
merchants. 

In the novelty type stores, casuals 
and play shoes are the biggest sellers. 
Among the most popular numbers are 
a hand sewn moccasin with broad 
strap and flat heel in brown or red 


CUT IN ) 
e ~ ~ iat 







antiqued leather; an anklet with little 
girl toe, medium low heel, in black 
suede; a sport oxford in wine leather 
with bright yellow laces; and a baby 
doll pump with medium heel in a 
choice of suedes. 

Second most popular in novelty 
stores are the extremely high style 
numbers, with extremely high heels. 
Open models, slings, with platforms 
are very good. These are usually in 
black suede although colors are puil- 
ing reasonably well for the Fall sea- 
son. There are some browns, a few 
greens, some reptiles, but most women 
are buying blacks. 

In the stores selling higher priced 
lines, the best sellers are black suedes 
with medium heels. The closed theme 
is more evident in this group, although 
open toes and sling backs are still 
good numbers. One store reports its 
best sellers in a closed pump with 
large showy bow in black, brown or 
wine calf; and an open toe pump with 
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RECORDER SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


Manufacturing aut Markeds 


St. Louis 


F ALL shoe production was moving from the order filled 
to the reorder stage during the middle and latter days of 
September. Top production for Fall shoes was reached 
during the latter days of August. Some manufacturers 
were doing a good business on reorders and fill-in sales 
from cautious retailers who had refrained during the Sum- 
mer months from buying the volume they needed for the 
Fall season. Reports were current in some parts of the 
industry that manufacturers were sharply curtailing pro- 
duction. Informants stated that the lessened production 
was mostly in women’s novelty shoes. 

Despite such reports, however, the demand for shoe 
workers in St. Louis appears to be high. September want 
ad’ pages of the metropolitan press were generously 
sprinkled with calls for help. These included requests for 
beth experienced workers and beginners. On some days 
as many as half a dozen manufacturers inserted help 
wanted ads. 

While the production of children’s shoes is reported 
gaining, a number of the help wanted ads were from spe- 
cialty manufacturers. A sifting of information on the status 
of production at the moment would indicate that manu- 
facturers here are banking on a fairly heavy demand from 
fill-in orders. In addition to the latter anticipated demand 
for Fall shoes and the heavy production of children’s 
shoes, the manufacture of casuals is helping to take up the 
siack and keep factories humming. 

Meanwhile. manufacturers are sampling their Spring 
lines and trying to arrive at a price, in preparation for 
their displays at the Chicago Shoe Fair. Of great sig- 
nificance in pricing will be the outcome of wage nego- 
tiations between manufacturers and their workers. Both 
sides have exhibited firmness in these negotiations, previ- 
ously mentioned here, yet as this is written, a decision still 
has not been reached after many weeks of discussion. 


Chicago 


THE EIGHT Chicago shoe factories are gradually getting 
hack into production following settlement of their recent 
strike. The smaller concerns were the only ones affected 
by the work stoppage, so that the larger local factories 
have continued in normal production. Conditions generally 
in this market, viewed from the retail. manufacturing, and 
wholesale standpoints, remain unsettled as to buying trends 
and prices. 

Buying at the recent Chicago Shoe Travelers’ show was 
reported as “spotty.” a rather flexible term which seems, 
liowever, to apply pretty well to the local market. Business 
is becoming increasingly competitive and harder to get in 
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all categories. Hardest hit are the high style lines. In- 
ventories are still high, and many retailers are reluctant 
to stock too heavily on any untried patterns. Most orders 
at present are for fill-ins, with every effort being made to 
achieve balanced stocks. Factories with in-stock depart- 
ments are benefiting from the changed buying methods on 
the part of retailers, and some are so busy filling orders 
that they are falling behind in deliveries. 

Although manufacturers are still adamant on current 
price levels, there is enough continued price resistance on 
the part of the consumer and enough persistent caution on 
the part of the shoe retailer to cause more than one re- 
liable prediction that the market may break at any time. 
Manufacturers insist that price rises are far more a part 
of the current picture. in view of local increased labor 
costs, than are reductions. 

A trend which began last Spring is again being rein- 
forced—that of increased demand for medium priced lines. 
Retailers today are seeking to balance their stocks with a 
middle run price range to catch the business that is falling 
off in the upper price brackets. This is particularly true in 
women’s and children’s lines. Thus many manufacturers 
who cannot cut present prices are faced with the advis- 
ability of adding new price ranges to their lines. 


New York 


It APPEARS that the steady plugging of the classic opera 
pump by fashion magazines and advertisements has finaily 
caught the imagination of the public. One New York manu- 
facturer reports that he’s busy trying to keep up with 
orders for this pump in black suede. Another reports that 
in his opinion this will be the shoe of the year. 

Closed toes and heels are in demand, in the East par- 
ticularly. While open toes and heels continue to be popu- 
lar in the West, women there are a!so buying the closed-up 
types. Sixty to 75 per cent of another manufacturer's pro- 
duction is devoted to closed toes and heels. This manu- 
tacturer anticipates a trend toward a soft shoe as a tran- 
sition from the comfortable casual to the dress-up pump. 
He believes that the instep strap is replacing the ankle 
strap. and he’s now making a combination instep and sling 
strap pump. 

Reports indicate that platforms are apparently here to 
stay, but the heavy platform is being replaced by the slim 
platform which has the good feature of height without the 
had feature of weight. A manufacturer of high-style 
women’s shoes stated that colored suede and satin “open- 
closed” pumps are being made in quantity. These pumps, 
while actually open-toed, have been designed to convey 
an impression of a closed-toe shoe. He added that casual 
wedgies are in great demand by his customers. He at- 
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Plan Coordinations 
For Every Type of Customer 
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want. Matching of colors and mate- 
rials and a harmony in outline is the 
kind of coordination they like. 

And who is to say which point of view 
is more fashion-right? Both have their 
place in this year’s style picture, only 
provided that good taste guides the buy- 
ing and the wearing of the shoe and the 
accessories. Here the old rule still holds 
good, that two matched accessories 
worn together are smart, three are pos- 
sible, but four or more make any wo- 
man look like a badly trimmed Christ- 
mas tree. 

Another rule that should be observed 
is the law of distribution. When you 
sell your customer the coordinated shoe, 
bandbag and glove, point out to her the 
importance of wearing the two acces- 
sories that are not close together. A 
shoe worn with a glove coordinated with | 
it, or a shoe with a bag, is more effec- | 
tive than a glove and bag combination, 
for example, since these two will be 
seen so close together that they do not 
show to best advantage. 

There are many other ways that a | 
woman of good taste can accent her | 
costume. She can introduce a little of 
the shoe color in a print blouse or scarf 
or the ribbon or feather in her hat. She 
can echo the metal clasp of her hand- 
bag in a pin or a pair of earrings. 
Watch the best dressed, the most char- 
mingly dressed, women that come into 
your store and note with what unex- 
pected little touches they give individu- 
ality to their costumes. They may give 
you some ideas of other accessories to 
add to your department. And, above 
all, watch for the new idea of the mo- 
ment. Right now, add spats to your 
accessories. They are obtainable in 
many interesting materials and styles. 
They can be used to turn a pump into 
a high-riding shoe; not too high, how- 
ever, since the three-button height is 
the best selling, we are told. They are 
part of the style revival of the era of 
the first World War. 





To Air Condition Store 


OMAHA, NEB. — The shoe depart- 
ments at the J. C. Penney Co. store here 
will be served by one of the most mod- 
ern air conditioning systems in the 
country, beginning soon, according to 
Manager M. Cooper Smith. Installation 
of a 325-ton air conditioning unit will 
cost upwards of $200,000, and there will 
be 16 separate units on the four floors 
and basement. All will be connected to 
a central chilled water cooling system 
and each floor will have temperature 
control. 

Manager Smith also stated that the 
first floor and basement units will be | 
equipped so they may be changed to a 
heating system within an hour. 


October 1, 1948 











88% OF MICHIGAN 
STATE NURSES’ 
ASSOCIATION 
PREFER A 
WHITE BUILT-UP HEEL! 


In a recent contest, held by the Michigan State Nurses’ 
Association to determine the ideal nurse's shoe, the white 
Built-Up heel was acclaimed almost unanimously (88%) 
as the ideal type of heel. This means WHITE IVORY 
FIBRE, material “solid white throughout”. 


For your favorite selling nurse’s shoe, write us and let us 
help you through your heel supplier. 


Ve Schte The American Nurses’ Association and their 
Diamond Jubilee of American Nursing to be celebrated 
from November 14th through November 20th. Our fullest 
recognition of their untiring effort to uphold our nation’s 
Health Standards. 








Bridgewater, 


GEORGE O. VENMINS GO yumm 














Interest in Color Keynotes Leather Opening 
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While black is slated to outsell both 
biue and brown, these latter are ex- 
pected to take more business than in 
past seasons. A new lighter version of 


production would reach a total some- 
where between 450,000,000 and 460,- 
000,000 pairs. This is a large total for 
a peace-time year, he said, and amounts 
to good evidence that the recognition 
of possible future dangers has not re- 
stricted the development of shoe pro- 
duction to a level necessary to equal 
consumer demand. 

The emphasis on color in leathers for 
Spring, Mr. Glass pointed out, is ex- 
tremely interesting. He pointed to the 
fact that this is the first time in several 
years that “we have matched the full 
spectrum in color.” Last year the em- 
phasis was on apparel, with its “new 
look”; the emphasis is shifting now to 
footwear as the keystone in the apparel 
and style industries. The Tanners’ Coun- 
cil, therefore, has developed a more in- 
tensive program which will make shoe 
colors the springboard for the fashion 
industry. The continuing emphasis on 
color will make possible for Spring and 
Summer 1949, a merchandising pro- 
gram such as has not been seen since 
the 1920’s, he predicted. 


Wide Range of Colors 


The selection of the wide range of 
colors exhibited at the show was the 
result of industry-wide thinking and 
research. Most striking among these 
were the colors created for use in re- 
sort and casual shoes. These included 
the brilliant tones, with bright red and 
green still well up front in popularity; 
the neutral tones comprising the beige 
and grey tones; the pastels which cov- 
ered a wide range with special style im- 
portance given to the light blue, pink 
and yellow families. Two new Color 
Co-op colors, Bristol Blue and Spode 
Red, were launched by a high style kid 
and high style calf tanner. 

Another new color for resort and 
casual shoes which has been adopted 
by most women’s tanners is Sun Cop- 
per, described in the T.C.C.A. listing as 
“the glowing new metal shade.” High 
style use of these promotional colors 
includes the idea of multicolor com- 
binations and, even newer, the use of 
tone on tone, or several shades from 
the same color family combined in one 
shoe. Two such color families have been 
noted as of special style interest, the 
blue and the beige-to-brown. 

These two color families, in their 
deeper versions, also stand high among 
colors for Spring and town shoes. Navy 
blue is given high rating by tanners, 
and some express the opinion that the 
demand may exceed the supply. In the 
brown family are some lighter tones 
such as Brown Almond and Burnt 
Mocha, the former considered a good 
tone to blend with many Spring colors 
and the latter for welt types for town 
tailored costumes. Café Brown and 
Gypsy Brown continue to be highly re- 
gerded for town and Spring wear. 
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Continental Green also is receiving 


much interest. 

The strong emphasis on color is re- 
flected in metallic finishes. Added to 
bronze and gunmetal, which dominated 
the metallics for Fall, are copper, given 
a variety of promotional names; pearly, 
light brown tones and staple bright 
colors, including brown, navy, green and 
red. Handbags and belts were also ex- 
hibited to match these colors. Gold for 
casual and general daytime wear is 
being viewed with a question mark by 
many tanners, but there is a feeling 
that, in view of its wide popularity this 
past Summer, it should be good for the 
coming season. Perhaps of special in- 
terest is a new use of this finish on a 
crushed goatskin leather, heavy enough 
to go into a woman’s unlined shoe. 
There is some talk of silver for daytime 
wear but other metallic finishes seem to 
be regarded as having a much wider 
appeal. One kidskin tanner has revived 
a prewar finish which, while not actual- 
ly metallic, bears a close resemblance 
to it. It should be noted that these fin- 
ishes are being used on all types of 
leather—calf, kid, patent, reptiles, ete. 
One tanner of reptiles, in particular, 
has some beautiful ‘Antique Lustres.” 
Unrelated to metallics, but of interest 
in the general color story, are new 
marbleized sock linings made by a few 
tanners. They come in a range of popu- 
lar shoe colors with several tones of 
each color represented in the mottled 
or marbled effect. 


New Satin Finishes 


Less dramatic than the bright and 
delicate colors and gleaming metallic 
finishes, but of great significance in the 
more staple colors, are the “satin fin- 
ishes,” known in the past as mat fin- 
ishes. These are being made in both 
calf and kidskin and look very rich and 
elegant. Other interesting finishes are 
a “sequin” embossed calfskin shown in 
bronze, yellow, royal, green and red. 
The same tanner is also making a 
softie genuine buffalo for both lined and 
unlined shoes for men and women, as 
well as children. He also has a “Foot- 
ball Buffalo” leather, the same leather 
as is used in footballs, which, from that 
angle, has good promotional possibili- 
ties. Another calfskin tanner has in- 
troduced a fine grained leather with a 
suppleness and a dull, rich finish that 
gives it much of the elegance of suede. 
The stress laid on heavier weight 
leathers, crushed and shrunken kid- 
skins and grained calfskins, for exam- 
ple, practical for use in casual shoes, 
shows the importance attributed to 
these shoes for the Spring and Sum- 
mer season. 


In men’s leathers, interest centered 
on the brown family in both calf and 
side leather. In the latter category, 
spokesman for one of the best known 
houses reported that sampling indi- 
cated that Spring footwear would show 
a decrease in the demand for the reds, 
mostly burgundy, which were freely 
used this year and that he believed the 
Spring picture, insofar as men’s casuals 
and loafer types are concerned, would 
show about 40 per cent brown (resem- 
bling Army russet), 10 per cent black; 
30 per cent tan; and 20 per cent red, 
mostly burgundy. In chrome tanned 
stock for street and dress shoes, the de- 
mand, he believed, would be about 40 
per cent black, 30 per cent medium 
brown, and the remainder an assort- 
ment of miscellaneous colors, mostly 
shades of the brown family. 

A wider variety of colors was to be 
seen, of course, in calf leathers than in 
side. The brown family was repre- 
sented by from five to 15 shades in 
nearly every exhibit, though the con- 
sensus was that demand yet to come 
would center around a medium brown. 
Wine red, these tanners reported, had 
sold well during the Summer but they 
were not yet sure what its place would 
be in next year’s picture. 

Blue and black suede, the latter most- 
ly for use in shoes for evening wear, 
also were reported on the way up. 

Novelty leathers, some for trim and 
some for whole vamps or quarters, were 
shown. Perforated leathers, of the kind 
seen before the war, also reappeared. 





Estimate August Production 
Up 9.8 Per Cent 


New YorkK—Shoe production in Au- 
gust is estimated to have totaled 
42,800,000 pairs, exceeding August 
1947 by 9.8 per cent according to 
figures released by the Tanners Coun- 
cil. The August 1947 volume was 
38,982,000 pairs. A preliminary esti- 
mate of September output places pro- 
duction this month at 44,000,000 pairs 
or 7.8 per cent more than the 40,826,000 
pairs turned out a year ago. 

Based on the above estimates, it 
would appear that shoe production in 
the first nine months will amount to 
356,637,000 pairs, a gain of 3.8 per 
cent over the same period a year ago 
when shoe production amounted to 
343,473,000 pairs. 

With respect to the above estimated 
increases over 1947, it should be noted 
that the Fall bulge in shoe production 
was late in getting started in 1947. 
Last year, the Fall peak in production 
occurred in October when output 
amounted to 46,765,000 pairs. Normally, 
August and September are the big 
months in the Fall production season. 
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Manufacturing and Markets 
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tributes this to the high-quality workmanship and mate- 
rials he puts into this steadily-popular shoe. 

Most manufacturers have cleaned up their October 
orders, and business, as a whole, is slow. These are the 
reasons given: Consumer price resistance has stalled re- 
orders in quantity. Hand-to-mouth buying is still being 
practiced by cautious buyers and retailers. Many depart- 
ment stores have clamped down on purchases in an effort 
to reduce inventories. Most manufacturers agree that. be- 
cause food takes so much of the consumer dollar, the con- 
sumer now buys shoes (when he buys) with price in mind 
1ather than quality, although even in lower-priced shoes 
the consumer still looks for style. On the other hand, other 
manufacturers are optimistic about shoe business in the 
coming months. 

The color picture continues to feature the same hues: 
black is predominant, with brown, blue and gray following. 
Blue suede was indicated by several manufacturers as be- 
coming a year ‘round color. One manufacturer used a 
black and gun metal pattern and bronze suede and kid 
combinations. He reports that. bronze is outselling copper 
50 to 1. 


Merchandising Money-Makers 


MERCHANTS are again anxious to please the customer. 
A large retail organization with 132 outlets is running a 
contest with all employees participating. Clerks are being 
instructed to cultivate winning smiles and never fail to say 
“thank you” to customers. The firm’s house organ recently 
had a headline which read, “Let’s Give Our Customers the 
Most Courteous Service Ever Known. Nothing Else in 
Business is So Important.” 


Selling the Customer 


One large retail organization whose sales run into the 
millions has a code of good business manners which every 
employee is required to learn and to practise. These are: 
a gracious welcome, prompt attention. merchandise sugges- 
tions, smiling “telephone” voice, a pleasant thank you, etc. 
Spotters report that customers like such service and will 
even remark about it to friends with whom they shop. 


Oversold Coupon 


A large national drug chain is using an “Oversold Cou- 
pon” to placate customers who call for an advertised item 
on sales day only to find the item exhausted. The “Over- 
sold Coupon” signed by the store manager entitles the 
customer to come in within 15 days and get an item at the 
special ad price. Store managers say the coupon creates 
much good will for them—and it’s one which could be used 
in other fields. 


Distributive Education 


Many Iowa retailers are availing themselves of the sales 
training offered at little or no cost through the state office 
of distributive education. Jay Johnson, state coordinator 
of distributive education, Des Moines. comes to Charles 
City, Iowa, each week to conduct classes there. He recentlv 
showed more than 100 retail salesersons a film which cov- 
ered the following points: The knack of greeting custom- 
ers, how to develop a winning personality. the importance 
of merchandise knowledge, how to use suggestive selling. 
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MEN’S ALL LEATHER 


HARD SOLE 


SLIPPERS 





FOR IMMEDIATE DELIVERY 


Write for our No. 312 Brown Kid 
No. 313 Blue Kid 
new catalog. No. 314 Wine Kid 
















Stane: 6-12 i.ccce. $3.25 
Also availabie: No. 305 
Boys’—Sizes: 2-6 .$2.55 


OTHER TYPES 
AND STYLES 
AVAILABLE 


SAMPLES AND 
MATS SHIPPED 
ON REQUEST 


No. 308 Bive and Wine 
Kid Combination 

No. 309 Brown and 
Brown Kid Combination 
Calfsted Lined, Hard 
Flexible Leather Soles 
Sizes: 6-12 ....... $2.75 
Also available: No. 310 
Plain Brown Kid . .$2.75 















No. 415 Brown Kid Ever- 
ett Calfsted Lined, Hard 
Flexible Leather Soles 
Sizes: 6-12 ...... $2.75 Your customers will be confirmed comfort 

lovers when they slip into a pair of these 

smartiy styled all-leather slippers. Gerda 

offers these up-to-the-minute values and 
many others, moderately priced to fit his budget and increase 
your sales. Packed in attractive GERDA boxes. 


EXHIBITING HOTEL NEW YORKER, Room 77. . 17-21, 1948— 
National Shoe Fair, Room 1115, MORRISON, Oct S28. 1948 


GERD FOOTWEAR 


COMPANY, INC. 


GERDAGRAM FOR EXPORT 
158 DUANE STREET, NEW YORK 13, N. Y. 











A Shoe Man Travels in Germany 


in Germany. We soon entered Freiburg 
and began to see the terrible bombing 
damage of the late war. Throughout 
the French Zone villages seemed de- 
serted and dead, bicycles were old, 
shoes were badly worn, and there was 
an air of dejection. As we went through 
the country we noticed that it was well 
planted and wheat, oats, vegetables and 
other crops seemed abundant and 
healthy. 


We Enter American Zone 


By afternoon we were in Karlsruhe, 
and now we entered the American Zone. 
The damage here was very great. We 
looked up our military headquarters 
only to find the celebration of our 
Fourth of July on this fifth of July was 
a holiday, so we went to the Karpen 
Hotel, one of a series of hotels rebuilt 
for American travelers with business in 
Germany and called “JEIA.” The name 
is obtained from the first letters of the 
organization Joint Export and Import 
Association. These hotels are Godsends, 
for otherwise we might have had to 
sleep in our car. 

I exchanged American Express Com- 
pany checks for a book of JEIA money. 
Also I obtained some military scrip for 
use in American snack-bars, etc., and 
some of the new Deutsche marks, and 
with these three kinds of money rein- 
forced by good American dollars we 
toured the city. Our bombers were most 
efficient—great buildings were a mass 
of stone and rubble, the large theater 
and castle at one end of town were com- 
pletely destroyed. Queues of people 
lined up in front of stores, I was told, 
were waiting their turn to get rationed 
potatoes, although farmers with green 
vegetables in open-stall markets sell 
without ration cards. 

The new Deutsche mark with a value 
of 30c. in United States money has been 
since June 20 in active circulation and 
succeeds the discontinued Reich mark 
which has sunk to no value. Every reg- 
istered citizen in Germany on June 20 
was given 40 of the new Deutsche 
marks and 5 per cent of his old mark 
deposit in bank. While this has again 
started the ability to buy at retail it has 
made for stoppage in other places. For 
example, in heavy industries such as 
Brown-Boveri Company, a branch of 
the famous Swiss company, I was told 
that cancellation of orders had occurred 
as those who had ordered this expensive 
heavy machinery had not enough of the 
new marks to pay such large amounts 
and were awaiting a plan for some 
credit arrangement so that this type of 
business could proceed. One large com- 
pany told me they had forty million 
marks in the banks when the change 
occurred and now had only two million 
or 5 per cent as a capital structure. so 
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until some arrangement could be made 
they knew not what to do. 

We started off early the next morn- 
ing for Weinheim to visit the tanneries 
and shoe factories of Carl Freudenberg 
& Sons, one of the largest in Germany. 
We arrived to find Richard Freuden- 
berg still in the United States on a 
business trip, but his brother Hans and 
cousin Walter Freudenberg gave us a 
royal welcome. Their plant has been 
damaged to a great extent but they are 
rebuilding and remaking the damaged 
machinery with considerable progress. 

Their problem is the shortage of raw 
materials and chemicals for tanning. 
They are using all kinds of hides and 
local calfskins. Their leather is well 
made and, considering short supplies, 
of excellent quality. I even saw a 
sample pile of came! hides as a trial lot. 
Freudenberg in the Weinheim factory 
is making about 4000 pairs daily, in the 
Kleve plant near Aachen 8000 pairs 
daily—a total of 12,000 pairs per day 
at present as compared with prewar of 
22,000 pairs daily. However, the fac- 
tory at Weinheim is being rearranged 
and damaged machinery rapidly put 
back in workable shape, and output 
should increase. The tanneries are well 
equipped to handle the hides in an au- 
tomatic way from vat to vat in the 
washing and tanning process. Large 
overhead cranes make for easy han- 
dling as the ceilings of the tannery 
buildings are high and of concrete con- 
struction. 


Freudenberg Factories Busy 


The Freudenberg shoe factories are 
at present making girls’, boys’ and 
children’s shoes of black and brown 
boarded side leather, principally Mc- 
Kay Welts and largely with black rub- 
ber composition soles. These are, in 
the main, high shoes with lined vamps 
and unlined quarters, strong and 
sturdy, and I was told that no selling 
is necessary as the supply of shoes in 
Germany is less than the demand. Rich- 
ard F. Freudenberg, because of his 
work with the Hitler regime, has until 
recently been held in a concentration 
camp, but has been released with a 
clean bill of health and will be an active 


leader in the reconstruction of Ger- 
many. 
In the late afternoon with Dr. 


Schiller of the Freudenberg organiza- 
tion we motored to Heidelberg where is 
located the famous university and 
which is quite an important American 
center. Heidelberg is one of the few 
cities not bombed. The Schloss, hotel 
and castle up on the mountainside, are 
beautiful scenically and historically. I 
spent the evening in the home of Walter 
Freudenberg with his wife and daugh- 
ter. There is very little meat in Ger- 


many. We had none for dinner. There 
is an occasional egg for those who keep 
a few chickens. Some home-grown red 
raspberries from the garden made a 
wonderful dessert. After dinner we 
went to the little hotel or “Pension” in 
the town of Weinheim and spent a very 
comfortable night. 

Early the next morning through the 
rain we motored to Worms on the Rhine 
River where we visited Cornelius Heyl 
and Heyl Lederwerke Liebenau tan- 
neries. The former suffered much bomb- 
ing damage and the rebuilding of plant 
and damaged machinery has just be- 
gun. Here leather making on a reduced 
scale begins to look like the tanning of 
old except for the shortage of skins and 
hides, for the authorities are allowing 
only a limited purchase of outside skins 
and these few are the poorer dry hides 
from Brazil, etc. Were it not for the 
few good loca! skins and hides obtain- 
able, these tanners would not be able 
to operate at all. As it is, they are run- 
ning not over one-third of capacity. The 
Heyl-Lederwerke Liebenau tanneries 
before the war made only goatskin 
leather of excellent quality, both suede 
and glazed in colors and black, but now 
are tanning a little of everything— 
cowhides, pigskins, a few dry hides 
from South America—whatever can be 
had to keep going. 

This tannery with its vine-covered 
old buildings was damaged very little. 
Examples of suede leathers, genuine 
gold kid and colored kid tanned before 
the war show their ability to manufac- 
ture excellent leather when skins are 
available. 

The Carl Freudenberg organization 
has also developed the manufacture of 
hide trimmings into gelatinous prod- 
ucts, namely, sausage casings and a 
horsehair substance for brushes. A 
complete plant runs on these products. 

The Freudenberg organization had 
other shoe factories and many retail 
stores in the Russian Zone which they 
have lost under the present Russian 
dornination. 


We Drive to Frankfurt 


We then drove on to Frankfurt via 
Mannheim and Mainz. Many bridges are 
destroyed and out of commission partly 
as the result of our bombing but largely 
destroyed by the Germans themselves 
who in the latter part of the war blew 
up many bridges as the American 
troops advanced in Germany. The 
largest bridge over the Rhine at Worms 
was one of these. 

At Frankfurt we called on Mr. Zinn, 
manager of the United Shoe Machinery 
Corp. of Germany. Their office build- 
ing was damaged badly but is being 
rebuilt rapidly. Their manufacturing 
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Review of the 
Retail Trade 
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a wide, two-button strap, available in 
black, brown or green calf. Another 
buyer reports one of his best numbers 
to be a completely open platform 
pump in black suede. 

Accessories are unusually good, with 
handbags, gloves and hosiery the big 
leaders in this line. The truckers’ 
strike was felt here with a number of 
shipments of accessory lines held up 
along the way. In the accessory lines, 
two retailers report the addition of 
billfolds and coin carriers with good 
sales results. 

The sale of men’s shoes has taken 
an upturn, following a slow period 
during August. Apparently men are 
buying darker shades of leather, a 
trend that became apparent a few 
months ago. 


* + 


GREEN SELLING IN 
LINCOLN STORES 


GREEN has been the “wonder” color 
in early Fall selling of women’s shoes 
in Lincoln, Nebraska, while a definite 
trend has been noted away from sling 
pumps and platforms in high style 
salons. Both women’s and children’s 
shoes were selling ahead of last year, 
with the latter showing the biggest 
gain, and men’s shoes were said to be 
somewhat off. 

Green is wanted in all styles of 
shoes, although the traditional black 
continues to account for the big per- 
centage of volume. Opera pumps have 
been a best seller, while in men’s lines 
the demand has been largely for 
Scotch grains, and in children’s shoes, 
about 95 per cent of sales has been 
in browns, mostly oxford types, for 
school wear. 

One buyer for a high fashion salon 
reported that green, gray and wine 
have been the best colors, with black 
selling more than all colors combined, 
however. Bronze was a surprise color 
in early September both in smooth 
leather and snakeskin, while opera 
pumps led in dress-up sales. 

Another buyer declared that the wo- 
men’s shoe business is more difficult 
this Fall than at any time since pre- 
war days. He is worried by inven- 
tories which include heavy stocks of 
slings and platforms. Operas are not 
as easy to fit as slings, he pointed out, 
and it is especially hard to fit women 
the way they want to be fitted when 
they have been used to sling types. 
A result has been an increase of wo- 
men shopping but not buying. 
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No. 
. 163—Soft suede in black, red, green or brown, $3.00 


5/10 in AA and 3/10 in B. There is a service charge 
of 10¢ per pair on all orders for less than 12 pairs 


122—Smooth colt leather in black, white, red or green, $3.00 & 

123—Soft suede in black, red, green or brown, $3.00 < 

120—New pinwale corduroy for Fall, in brown, red, green, 
beige, wine and grey, $2.85; also in black Faille, black 
Moire and black velvet, $2.85 

121—Sleek satin in pink, black or dyeable white, $2.85 

¥@4—Distinctive metallic fabric in gold or silver, $3.00 

125—Genuine 24-karat gold xid, $5.40; silver kid, $4.89 




































One-strap style 
132—Smooth colt leather in black, white, red or green, $3.45 
133—Soft suede in black, red, green or brown, $3.45 
131—Sleek satin in black or dyeable white, $3.00 
134—Distinctive metallic fabric in gold or silver, $3.45 
135—Genuine 24-karat gold kid, $6.00; silver kid, $5.40 


Two-strap style (not illustrated) 
142—Smooth colt leather in black, white, red or green, $3.60 
143—Soft suede in black, red, green or brown, $3.60 
141—Sleek satin in black or dyeable white, $3.30 
144—Distinctive metallic fabric in gold or silver, $3.60 
145—Genuine 24-karat gold kid, $6.60; silver kid, $6.00 


162—Smoeth colt leather in black, white, red or green, $3.00 


All styles full barefoot Faille lined, with 


drawstring for better fit and appearance. Sizes 


of a style. Terms—net 30 days. 


HANDMADE + HAND-LASTED 
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products sell better... . 
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Step by Step 
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Lots of flats are selling and the de- 
mand for loafer-types is great. 
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used to make salable 


WE APOLOGIZE FOR BEING SO 
SERIOUS until the end of this col- 
Maybe this will make up for 
Did you hear about the English- 
just over from England, who 


when he saw Times Square in all its 
riotous splendor of gaudy signs and 
colors, said, “It’s a magnificent sight 


for a man who can’t read!” 
= * + 


Last MINUTE ITEM ... The aver- 
age retail price of all shoes this year 


is between $6 and $6.50. 
= = ¥ 


Despite EVERYTHING, when 
things look the blackest, recall that 
ancient Arabian proverb: “I com- 


plained because I had no shoes until 
I saw a man who had no feet.” 
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A Shoe Man Travels 


In Germany 


[CONTINUED FROM PAGE 66] 


plant in the suburbs is still largely to 
be rebuilt and the machinery manufac- 
ture has not begun although some parts 
are being made. 

Mr. Zinn turned his secretary over 
to me as interpreter who helped greatly 
in the British American Army Travel 
Bureau to obtain the necessary creden- 
tials to buy “petrol” or gasoline. It 
was my pleasure here to take my Ger- 
man secretary to the American Army 
snack-bar, where he was not allowed to 
go as a German but could accompany 
me as a guest. 

It is cafeteria-style in a very pleas- 
ant building in Frankfurt and we filled 
up on American baked pork and beans, 
ham sandwiches, American coffee with 
cream, and real butter, and topped it 
off with American ice cream. I noticed 
my friend was saving two of his sand- 
wiches. He asked me if he could take 
them home to his wife. I added an or- 
der of American doughnuts and he was 
happy beyond words. 

Frankfurt is very badly damaged. 
Here the Rhine and the Main Rivers 
meet. With the Berlin situation as it 
is, Frankfurt is the real capital of 
Western Germany. It is, of course, a 
very big city, and with so many Ameri- 
can military officers, it is difficult to ob- 
tain hotel rooms. Among the JEIA 
hotels is the Ritter Park Hotel at Bad 
Homburg, where we spent the night. 

Driving back to Frankfurt we looked 
over the wreck of the Moenus Shoe 
Machinery Company. These people pos- 
sibly produced the most shoe machinery 
for European factories of any of the 
big machinery people in Germany. 
Their plants were badly destroyed and 
are only beginning to be rebuilt. 

We then headed for Stuttgart 
through the mountains and arrived at 
noontime at Salamander Company, the 
largest shoe manufacturers in Ger- 
many, employing the day we were there 
3500 shoe workers, and located in Korn- 
westheim, a suburb of Stuttgart. Here 
I met Angelo Hammelbacher, the pres- 
ent active head. 


I spent the entire afternoon in his 
several factories. They are making all 
told 12,000 pairs daily and intend step- 
ping it up to 15,000 pairs at once. They 
had approximately 120 retail stores be- 
fore the war and a factory near Berlin 
in the Russian Zone, so with the Rus- 
sians confiscating factory and stores, 
and some stores bombed during the 
war, he has only about half the number 
of retail stores today, but can dispose 
of every shoe he makes, as shoes are in 
short supply. The women’s shoes are 
largely a combination of welt and 
stuck-on, welt forepart and cemented 
shanks. The men’s shoes are Goodyear 
welts. Due to shortage of sole leather 
much rubber soling is used, and even 
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Customers Say: 







‘FOOT 
REST SHOES 


Las 
A °t, ppenderf 
FOOT REST 


SHOES 


CRE exiB! 
Priced at 
$9.95 to $10.95 
(a few styles higher) 
CINCINNATI, OHIO 


locality. 


AND Krippendorf - Dittmann dealers know 
that this beautiful styled, comfortable, fairly 
priced, *nationally advertised footwear not 
only sells, but resells, itself. Because you get 
such value for your money, you have something 
extra to pass on to your customers. 

Better check with us; perhaps there is a 
profitable K-D dealership available in your 


THE KRIPPENDORF-DITTMANN COMPANY 


New York Showroom: Marbridge Bldg. 


“Makers of women’s fine footwear since 1872” 


*NATIONALLY ADVERTISED 
GOOD HOUSEKEEPING, 


IN VOGUE, 
COSMOPOLITAN, 


LADIES' 
AND 


HOME JOURNAL, 
WOMAN'S DAY. 











the full breasted Louis wood heels on 
the women’s shoes are made with rub- 
ber soling and are beautifully finished. 
They make their own wood heels and 
lasts, also their own shanks and much 
of their machinery. 

Mr. Sigle, the president, is a remark- 
able man, 77 years old. He leaves the 
management largely to Angelo Ham- 
melbacher, who is active, capable and 
a good shoe man. The plant is made 
up of a series of buildings several 
stories high, some four and five stories, 
and has untold space for expansion. It 
reminds me somewhat of the Endicott- 
Johnson layout in America, only on a 


smaller scale. Of the 12,000 pairs daily, 
about 2400 of the women’s shoes are 
with cloth uppers and rubber soles, and 
are sold at a price of about $3 in 
American money. The balance sell at 
from $5 to $6 for the women’s shoes 
and $6 to $7.50 for the men’s, far lower 
than in England and Switzerland, as 
prices are under controls. 

After completing our stay at Stutt- 
gart and spending the night in one of 
the JEIA hotels we pushed back to 
Switzerland first through Ulm, then 
Friedrichshafen, and finally along Lake 
Constance through Schaffhausen into 
Switzerland and were soon in Zurich. 


Boot and Shoe Recorder 

















Shoe Store Profits from Radio Program 


[CONTINUED FROM PAGE 60] 


of the transient variety, they have to be pulled to the store. 
It was decided that one way to get new people in was to 
have a lecture night each week. On this special night, 
clubs, lodges, church groups might arrange to bring a 
group to the store for a health talk and for each person 
brought in, the organization’s treasury would be richer 
by 25c. 

This worked well for about a year, and there was an 
extensive waiting list of would-be prospects for lectures. 
The speaker improved with practice, the health talk took 
on listener-interest and the firm figured that it was paying 
people to listen to something for which the listeners should 
be paying. So the plan was discontinued, and Harry 
Graham started talking on foot health and shoe fitting 
before school assemblies. 

Foot health lectures were producing business, Evans & 
Schwartz employed more fitters and considered ways in 
which to make people more foot health minded. It was 
about then, in 1936, that a salesman for one of the local 
radio stations sold the company the idea of using a few 
spot announcements. These were of the one-minute variety 
heard between regular programs. Harry Graham, who by 
this time had added to his lecture work and his shoe fitting 
activities the job of advertising manager, soon found that 
one-minute spots were fine for advertising special events or 
bargain sales, but they were inadequate for telling the kind 
of shoe fitting story he wanted to put over. He decided 
that five minutes would be the right amount of time to 
put over a short but pointed story about some phase of the 
foot health business. Right then The Foot Counselor came 
into being as the narrator on a program that was expected 
to run for three or four months, at least. It is still on 
the air. 

The five-minute program, broadcasted three times a 
week, gave The Foot Counselor three and a half minutes 
to talk, and allowed a minute and a half for a musical 
introduction and the sponsor’s commercial. Needless to 
say, The Foot Counselor’s talks are strictly non-commer- 
cial. So much so, that the station presenting them, WBNS 
in Columbus, has long considered the program among its 
public service presentations. 

The program continuity is written by Harry Graham. 
His voice is known and recognized and his opinions are 
velued by radio listeners. Today Evans & Schwartz em- 
plovs 12 people. does a state-wide business and has a 
leased children’s department in a downtown department 
store. One of the most effective uses of the radio program 
is the impression it has made on young mothers, with the 
result that Evans & Schwartz enjoys an enviable reputa- 
tion for supplying proper shoes for children. Plans are 
afoot to syndicate the Foot Counselor program so that 
these talks may be made available soon by means of elec- 
trical transcriptions to shoe stores in other parts of the 
country. 


New Store Opened 


Hattiessurc, Miss.—Toxey Morris, well-known local de- 
partment store buyer with an experience of more than 20 
years in the retail shoe industry, has opened a new store 
here at 105 East Pine St. Several branded lines of women’s 
and children’s shoes are carried. The new business operates 
under the name of Toxey’s. 
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Style No. 700 
$6.00 net 


Hand Sewn 
Vamps @ Welt 


Constructed e 
(U. S. Patent No. 

2420466) @ A — 8 3 
Steel Shank @ B — 6-13 
Leather Sole @ Cc-D — 6-13 
Antiqued Brown Size 13 — .75 extra 


i Style No. 
. $4.75 net 


13 
13 Welt Construc- 
4 ed @ Steel Shank 
tra 


902 


n” 
—_ 
N 
aaxnel 


VYoOw> 
itl 


: 1 @ Neolite Sole @ 
Size 13 — .75 extr Antiqued Brown 


Rest your eyes on these moccasin beauties. Then ad- 
mit to yourself that never have you seen such 
authentic, smart styling — such superb Maine crafts- 
manship. Look a little longer at these handsome 
profitmakers and note the supple, antiqued leather 
that softly tells of solid walking and loafing comfort. 
Yes, by every test they're first for fast turn-over and 
greater profit! 
THESE TWO STYLES ARE AVAILABLE 
FOR IMMEDIATE DELIVERY 
From Our In-Stock Dept. 
Slightly higher Denver west. 











WESTBROOK-MAINE 
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YOU CAN'T BEAT THESE VALUES! 








Order now while stock is complete. 





NUMB 
125 


8 


370 


POWELL & 


Corner of Church St 


Established 1879 © 


Felt Slippers with Genuine Soft Leather Soles —55¢ to 80¢ 


Want a hot-selling item for Christmas sales? 
Feature these Powell and Campbell Genuine Soft Leather 
Soled felt slippers at our sacrifice-to-you prices. 


ER TYPE SIZE COLORS PRICE 
Ladies’ Felts 5-9 Oxford-brown, Novy, 
Wine, Red, 65¢ or. 
Ladies’ Felts, 6-11 Oxford-brown, Wine, 
self collar Navy, Red, Copen. 7O0¢ pr. 
Men's Felts 6-11 Oxford-brown, Wine, 
70¢ pr. 
Men’s Felts, 6-11 Oxford-brown, Wine, 
self collar 80¢ pr. 
Boys’ Felts 146 Oxford Wine, 
Navy. 65¢ pr. 
Child’s Bootie 3-8 Copen, Red, Wine. 55¢ pr. 


Shown: Ladies’ Felts, style No. 125; Men's and Boys’ 
Felt, style No. 600. 


CAMPBELL Inc. 


MANUFACTURING WHOLESALERS OF SHOES AND SLIPPERS 
« New York - 


122-124 Duane St. 
Phones: WOrth 2-5425-5447 


N.S. R. A. Style Committees in Action 


of hats and handbags, to mention only 
some of the fashion influences on shoes. 
In the same way, kinds of finishes in 
garment fabrics are related to finishes 
in leathers. And if fashion requires 
wardrobes that include casual, tailored 
and dressy clothes, all three types in 
shoes will be wanted by fashion-con- 
scious women. 

Supplementing and rounding out this 
analysis and preser.itation, a ‘fashion ex- 
pert reports to the members of the 
Women’s Style Committee from the 
point of view of actual consumer buy- 
ing reactions, as well as what trends 
te watch for in the new season and how 
to merchandise, coordinate and promote 
both new and carried-over shoe styles. 

The report for the Children’s Style 
Committee represents equally intensive 
market research and consultation with 
the best authorities on children’s and 
older girls’ fashions. Experts covering 
these markets for the committee show 
and discuss fabrics, their textures and 
colors, Just as is done in the report be- 
fure the Women’s Style Committee. 
Youthful models display advance ready- 
to-wear styles of all types from dress- 
ing gowns and casual clothes to party 
dresses and Sunday-go-to-meeting coats 
and suits. Shoes, hats, bags, gloves, all 
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carefully cooidinated with these clothes, 
are shown on the models and analyzed 
for tneir style importance and coordina- 
tion possibilities. The report is made a 
living reality to the manufacturers and 
merchants present. They can see what 
real youngsters look like in these 
clothes and shoes. Additional shoes, 
carried by the models, broaden the scope 
of the report. Information, based on 
extensive surveys among the young- 
sters themselves, is included in the re- 
port. Their style preferences are not 
left to adult conjecture or experience 
emong a limited number of young 
people. 

The work of the Men’s Style Com- 
mittee represents in the men’s field an 
equally thorough and intelligent study 
ot styling, coordination and merchan- 
dising of men’s shoe styles. 

The importance of these Shoe Style 
Committee meetings cannot be exag- 
gerated. By the methods described, 
these committees are able to provide the 
shoe retailers and manufacturers of the 
ccuntry with complete and authentic 
advance style information, thus fur- 
nishing the entire shoe industry with 
an over-all program for the coming 
seasons. The Style Committees’ re- 
ports, shortly to be sent out from the 


headquarters of the National Shoe Re- 
tailers Association, will furnish mem- 
bers with the carefully developed pro- 
gram for the coming Spring and Sum- 
mer. Members of the association have 
already received their copies of the 
finely executed coordination book, Fash- 
icon and Footwear. With such tools as 
these, the shoe merchant will be 
equipped to face the tremendous chal- 
lenge which it faces today. And in the 
words of L. E. Langston, executive vice- 
president of NSRA, “Never has there 
Leen a period when the industry has 
met a greater challenge.” 





Community Chest Campaign 
Headed by Shoe Man 


Erir, Pa.—Don Johnson of Don John- 
son Shoes, 18 W. 9th St., has been 
named chairman of the commercial divi- 
sion for the 1948 Community Chest 
campaign here, a division in which he 
has served as worker and major since 
1940. 

Mr. Johnson is a native of Minne- 
apolis, coming to Erie nine years ago. 
He has been a Kiwanian since 1939, and 
served in World War II. 
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THE “INVISIBLE” SHOE FORM! 
FITS ANY SHOE! FITS EITHER SHOE! 
THE FINEST SHEARLING | One form for all sizes and styles... casuals, high heels, slings, ankle 





MON c B K B straps, etc. Looks like human foot yet does not hide trade mark on insole! 
EY CAN UY... LASKINLAM EASY TO INSERT * GUARANTEED UNBREAKABLE 


$1 5.00 per dozen pair. 


(Orders for six pair or less will be sent C. O. D.) 


For outdoor footwear ... fireside slippers, there 
is nothing to equal the luster, depth, and 
warmth of this first and finest of all dyed lamb. 


(OS PI 4 
3. LASKIN & SONS CORP., 130 WEST 30th ST., NEW YORK 1, N. ¥. 
FACTORIES: MILWAUKEE, WISCONSIN 





See your local jobber or order direct. 


Write for catalog, “MODERN DESIGN ON DISPLAY.” Illustrates individual 


plastic display fi . No obligation, of course. 
Representatives in principal cities. Trade Mark registered.* 
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Merchandising 


how to handle customer objections, closing sales, what it 
takes to get ahead. Discussions followed the showing of 
the film. 

Movie films like this could very advantageously be shown 
to a merchants’ district club with all store employees also 
present. Much could be learned of current sales practices 
through such visual education. 


Children’s Day 


Merchants of Charles City, Iewa, have resumed the 
staging of an annual Children’s Day. At this affair, chil- 
dren from town and country participate in a big pet and 
bicycle parade. There are also games and plenty of things 
to eat. The rural kids come to town in large numbers, 
bringing their parents with them. Stores, of course, do a 
thriving business. 


Courtesy Campaign 

A “wave” of courtesy campaigns seems to be sweeping 
the country, as retailers realize that it is none too early to 
remedy the “rough and tumble” wartime sales manners 
used by some firms. Some communities conduct a vote 
campaign on the most courteous clerks. asking customers 
to do the selecting. From out West comes a report of a 
merchants’ committee which hired four secret shoppers to 
visit every store in town, make some sort of a purchase and 
report on the most courteous clerk. The winner was given 
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Money-Makers 


[CONTINUED FROM PAGE 65} 


a $25 award and the presentation put on the air over a local 
radio station. 
Please Customers 


In training his new employees, one wise retailer tells 
them that they should always try to please customers, try 
to improve the store’s reputation for integrity, keep the 
mind open to receive new ideas, seek to improve service and 
never let down on accuracy. This retailer also reminds his 
older employees that it will pay them to refresh their 
memories with these fundamentals. 


Advertising Pays 

Daniel Starch, advertising specialist. says that during 
the past fifteen years observation of advertising by readers 
has increased 18 per cent and more through readership 
has increased by 24 per cent. He says this is due to better 
advertising reasearch and copy writing. Advertising men 
today know what kind of advertising clicks because adver- 
tising built on research will always get good readership. 

His own research. he states, has convinced him that ad- 
vertisements bring home the becon when they are (1) in- 
formative and helpful; (2) interesting, fresh and newsy. 
entertaining: (3) believable. He also says that extra 
color in an ad pays its way in increased readership. Ads 
built around people and the ections of people are the best 
read. as well as those which tell people how to do some- 
thing specific. 
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I No. 70—Corduroy for Fall in brown, red, green, 


Cis love the down-to- | 
earth comfort built into | 
these new soft-sole Balle- 
rinas by Prima. In the 


| No. 71—Satin in pink, black or dyeable white, 
No. 72—Faille lined colt in black, white, red or 


I No. 73—Faille lined suede in black, red, green or 











Handmade 
Hand-lasted 











STITCHED SOFT SOLE 
grey, beige or wine, $1.85 


green, $2.10 
brown, $2.10 


house or on the street, 
they’re equally popular— 
and your own sales figures 


| No. 74—Metallic fabric in gold or silver, $2.35 
| Ne. 75—Genuine 24-karat gold kid, $4.80; silver 
kid, $4.20 











will prove it! 

In addition to listed styles, 
Prima makes soft soles in 
one and two-strap Dolle- 
rina styles. Write us for | 
details on them. 


Sizes 5/10 in AA and 3/10 
in B. There is a service 
charge of 10c per pair on all 
orders for lessthan12pairsof 
a style. Terms—net 30 days. 


No. 77—Unlined colt in black, white, red or green, 
I No. 78—Unlined suede in black, red, green or brown, 


STITCHED LIGHTWEIGHT CREPE SOLE 
No. 70C—Corduroy for Fall in brown, red, green, 


| No. 72C—Faille lined colt in black, white, red or 
No. 73C—Faille lined suede in black, red, green 
No. 77C—Unlined colt in black, white, red or green, 


| No. 78C—Unlined suede in black, red, 
I 
= 


$1.85 


$1.85 


grey, beige or wine, $1.85 


green, $2.10 


or brown, $2.10 


$1.85 
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green or | 
brown, $1.85 | 
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Comfort and Beauty 


In Texas Store 
[CONTINUED FROM PAGE 47] 


Accessory Shop. This floor caters to 
high style feminine tastes. 

The third floor is called the “budget- 
minded” floor. It offers four complete 
shops: a new Fashionette Shoe Shop 
for women; a Kay-Teen Shoe Shop, 
featuring low-heeled shoes for all] oc- 
casions; a new Leisure Shoe Shop of 
play and casual shoes and house slip- 
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pers for women; and a Match-Mates 
Popular Priced Accessory Shop. 


Downstairs, the basement handles 
children’s shoes and accessories—one of 
the largest children’s shoe departments 
in the South. 


Throughout the store, ample use has 
been made of shadow boxes, display 
counters and unusual uses of decorative 
design, such as the tufted-wall effect in 
the women’s shoe department obtained 
by covering the wall with 24-in. tufts 
of burgundy-colored fiberglass high- 
lighted by shadow box displays and or- 





namented with bleached oak baroque 
frames. 


All shoe departments have been care- 
fully planned to feature the smartest 
of footgear in forward-looking fashion 
trends. 

Krupp & Tuffly, established 66 years 
ago in 1882, is one of the oldest and 
most distinguished firms to be continu- 
ously located in Houston’s downtown 
shopping area. A. F. Kuhleman, presi- 
dent of Krupp & Tuffly today, started 
with the firm 47 years ago as a pack- 
age-wrapper. At the opening, he per- 
sonally greeted many of the life-long 
patrons of his store. Michael Murphy, 
known throughout the trade as a mas- 
ter mind of shoe promotion, is the 
advertising manager. 





Canadian Exports of 
Leather Decrease 


OTTAWA, ONTARIO— The Canadian 
Government reports that exports of 
leather and leather products from this 
country are declining so far this year, 
totaling $4,423,000 in the first three 
months as against $5,079,000 in the cor- 
responding period of last year. How- 
ever, it is indicated that these exports 
in 1948 still compare favorably with 
the shipments of such products in the 
last complete peace-time year of 1938 
when exports in the first three months 
totaled only $1,232,000. _ 

In the first quarter of 1948 imports 
of leather under Schedule II (Quota 
List) dropped to $1,357,000 as com- 
pared with $2,625,000 in the first quar- 
ter of last year in the case of scheduled 
countries, such as the United States, 
and declined to $1,678,000 in the first 
quarter of 1948 as against $1,828,000 in 
the same period last year in the case 
of non-scheduled countries. 

Wettings of the more important 
types of hides all showed decreases in 
May 1948, the exceptions being goat 
and kid skins and whole horse hides. 
As compared with May 1947 there were 
decreases in all classes except horse 
hides. Stocks of raw cattle hides at the 
end of May 1948, registered a decrease 
of 18.3 per cent as compared with the 
previous month and of 18.7 per cent as 
compared with May 1947. Production 
of sole leather in May decreased by 
233,262 Ibs. as compared with April. 





Shoe Retailers Oppose 
Night Opening 

ScRANTON, Pa.—Indications that all 
retailers will not fall in line with the 
recently announced plan of 150 stores 
to remain open one night a week, are 
seen in the call of Gordon Evans, head 
of the Lewis & Reilly shoe store, for a 
meeting of merchants who are opposed 
to the schedule. It is believed that sev- 
eral shoe stores will favor the adoption 
of other hours. 
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RECORDER REVIEW OF CURRENT HAPPENINGS IN THE SHOE TRADE 


Prices Firm on Women’s Quality Shoes 





Members of Guild of Better Shoe Manufacturers Report 
Absorption of Added Production Costs—Prelude to 
Spring Opening Heavily Attended by Buyers 


New YorK—Current shoe prices re- 
mained firm at the Prelude to Spring 
Opening of the Guild of Better Shoe 
Manufacturers where shoes were being 
purchased for late October, November 
and December delivery. 

“Prices remain unchanged at this 
opening although we are ‘absorbing 
some of the added production costs due 
to the recent wage increase at which 
time shoe prices were raised slightly by 
many manufacturers,” said L. Sachar, 
president of the Guild and vice-presi- 
dent of M. Wolf Sons, Inc., who re- 
ports balanced shoe stocks, a healthy 
inventory condition on better shoes, 
good early Fall business, the need for 
new styles and a firm price outlook have 
brought to the opening an excellent 
buyer attendance. 

Stressing the benefits of today’s buy- 
ing trend, that of re-sizing shoe styles 
received early in the season, Mr. Sachar, 
said, “The importance of maintaining 
adequate sizes and widths is a keynote 
at this Guild opening, clearly indicated 
by the size-ups the Guild firms have 
been receiving from stores everywhere. 
Buyers from as far South as Texas are 
here on an average of every six weeks. 
It is also very apparent that retailers 
are anxious for new styles which is an 
important factor in a competitive era 
and particularly when they buy shoes 
on a_ short-term delivery schedule 
adopted by many buyers since the 
Guild’s five-showings-yearly program 
started.” 

A. F. Elliott, vice-president of the 
Guild and Palter DeLiso, Inc., declared, 
“Buying is now being done all the time. 
Retailers are freshening their stocks 
and are keeping them liquid at the same 
time.” 

I. E. Grossmann, executive head of 
the manufacturing divisions at I. Miller 
& Sons, Ine., emphasized the fact that 
volume is being held in the selling of 
better grade shoes. “There is a stronger 
market for better shoes than was an- 
ticipated with virtually no price re- 
action but instead a demand for more 
new styles than are available on dealer 
shelves. Retailers were here to buy a 
variety of types as they realize Novem- 
ber and December offer excellent op- 
portunities for shoe selling since spe- 
cific styles are needed for many oc- 
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City Wants Shoe Store 


RICHLAND, WASH.—This rapidly growing 
city, home town for the great over-400,000- 
acre Hanford Atom Bomb Project, near Yakima, 
Wash., needs, among other classes of business, 
a shoe shop, according to word received from 
the General Electric Co., current operator of 
the project. Previous experience, trade connec- 
tions, character, and financial resources will 
all be taken into consideration in selecting 
prospective businessmen, according to the an- 
nouncement. A fofal of 94 business concerns 
is needed here at present. 





ecasions during these months. Often 
neglected, this is a very lucrative period 
if shoe stocks are adequate.” 

The five groups of shoes presented 
were designed to go with the apparel 
fashions of the coming season. They are 
resort and cruise footwear, size-ups of 
styles currently accepted, late Winter 
shoes, evening footwear fashions, and 
boudoir slippers for holiday selling. The 
new shoe styles are simple and slim look- 
ing with emphasis upon a dressy mood 
and intricate detailing. 

The resort and cruise shoes had a 
delicate air and were very open and 
sandalized, often made of a network of 
narrow straps, some with bandings and 
ties reminiscent of shoes worn during 
the First Empire period which is con- 
sidered design inspiration for the com- 
ing season. Early orders indicated a 
preference for linens, prints, suedes, 
reptiles and mesh. White with color, 
pastels, bright colors, navy, and copper 
were among the resort colors register- 
ing with buyers. Multicolored shoes 
were in evidence. 

Benjamin D. Schwartz, of Custom- 
craft Originals, said, “Many of the new 
resort shoes are very skeletonized. They 
are opened up shoes with a closed feel- 
ing and vice-versa.” John Marino, of 
John Marino, Inc., said, “Spectator 
types of shoes in white with color are 
well received by buyers when the shoes 
have a soft instead of a tailored feel- 
ing.” 

The pump continued the leader for 
daytime footwear, particularly with a 

[TURN TO PAGE 75, PLEASE] 


Army Receives Bids on 
350.008 Pairs of Oxfords 


NEw YorK—Fourteen bids have been 
received by the New York Quartermas- 
ter Purchasing Office in reply to invita- 
tions to bid on 350,008 pairs of low- 
quarter, tan shoes. Bidders, quantities 
and prices were: 

Endicott-Johnson Corporation, 350,- 
008 pairs at $4.435; Doyle Shoe Co., 
34,000 at $4.44; Brown Shoe Co., 100,- 
000 at $4.47 and 50,000 at $4.52 or 
150,000 at $4.48 and 50,000 at $4.59; 
Hubbard Shoe Co., 125,000 at $4.49; 
Belleville Shoe Co., 55,000 at $4.4933; 
E. J. Givren Shoe Co., 80,000 at $4.50; 
Gardiner Shoe Co., 60,000 at $4.51; 
Craddock-Terry Shoe Corporation, 50,- 
000 at $4.52 and 75,000 at $4.59; Gen- 
eral Shoe Corporation, 100,000 at $4.54; 
100,000 at $4.59; 150,000 at $4.64 and 
350,008 at $4.60; J. F. McElwain Co., 
65,000 at $4.54; 65,000 at $4.62 and 65,- 
000 at $4.69; International Shoe Co., 
200,008 at $4.74; Leonard & Barrows 
Shoe Co., 150,000 at $4.89; Holland- 
Racine Shoes, Inc., 40,000 at $5.04; and 
Huth-James Shoe, Inc., 30,000 at $5.13. 

Bids also have been received on re- 
modeling 20,000 pairs of Munson lasts 
at prices ranging from $1.25 to $1.74. 





Dealers See Improvement 
In Shoe Quality 


MONTGOMERY, ALA.—Dealers report 
that at long last, supply has caught up 
with demand and they are able to of- 
fer complete lines of all types of shoes. 
They are especially pleased that in the 
better grades they can offer all sizes 
and styles and that in lower grades, 
material has imvroved so that no 
apology need be offered. In men’s work 
shoes, horse hide is finding many grate- 
ful customers. 

The continued very hot weather has 
slowed buying but has not interfered 
with the damand for school shoes. Bal- 
lerinas are still popular with the 
youngsters, and loafers, in suede and 
doeskin, lead with the college set. Sling 
backs are still good for dress wear but 
not so popular as opera pumps. 

Salaried people form the bulk of 
Montgomery’s buying public and a de- 
cided price resistance is evident. This 
shows in more careful as well as slower 
buying and stocks have to be complete 
and carefully balanced to meet the pub- 
lic demand. 
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Active Business Reported at Allied Show 


Interest Centered on Lasts, Fabrics and Ornaments for Spring 
Lines as Buyers Shopped for Ideas in New York 


stated that popular fabrics for Spring 


New YorK—The 15th Semi-Annual 
Allied Shoe Products and Style Exhibit, 
which was held on three floors of the 
Hotel Belmont Plaza here from Sep- 
tember 12 to 15, was the most active 
since the war. Sixty-three exhibitors 
were present and a record-breaking at- 
tendance was reported. 

An unusual amount of interest was 
manifested in the development of ma- 
terials and new ornamentations for 
Spring styles. Increased attention was 
given to materials used in casual and 
leisure types of shoes particularly, since 
these are expected to continue in popu- 
lar demand. 

Last manufacturers exhibited several 
new models. One high-style last manu- 
facturer showed two square-toed lasts, 
one for sport shoes and one for town 
shoes. In addition, he had new lasts 
for “softies” shoes and for slip-lasted 
shoes. Another last manufacturer re- 
ported good business on low-heel lasts 
and a square-toed last, with a cowboy 
model receiving favorable attention. 

Fabric manufacturers were impressed 
by the volume of business booked and 
in prospect. One fabric manufacturer 


will be linens and meshes. He also re- 
ported interest in his gabardine and spat 
type materials in gray and beige. 
Tweeds also were popular. The “big” 
fabrics for this manufacturer were 
satin-trimmed suedes, all-over satins, 
brocades and prints. Immediate busi- 
ness was obtained on these materials. 

As a whole, however, business is stili 
being conducted on a_hand-to-mouth 
basis, this manufacturer said, pointing 
out that more sampling than buying 
was the rule. 

Another fabric manufacturer stated 
that brocades and prints in a variety of 
colors had taken well, with basic black 
and white receiving their usual demand. 
Considerable sampling of elasticized 
mesh was noted. 

Exhibitors were greatly encouraged 
by the activity of manufacturers and 
retailers, indicating that they were 
conscious of the growing importance of 
new styling and detailing. 

There was a general feeling that the 
optimism displayed was a good omen 
for business in the Spring season. 





Prominent Men to Address 
Boston Conference 


BostoN — A list of distinguished 
speakers who -will participate in this 
year’s Boston Conference on Distribu- 
tion has been announced by Daniel 
Bloomfield, conference director and 
manager of the Retail Trade Board of 
this city, who said recently that the 
conference, to be held at the Hotel 
Statler here on October 25 and 23, will 
have as its main theme, “Distribution 
in This Changing World.” Among the 
speakers and their subjects will be: 

Congressman Everett M. Dirksen, 
“The Marshall Plan and America”; 
Alfred Schindler, president, Alfred 
Schindler Co., “The Road Ahead for 
Distribution”; Charles A. Kellstadt, 
retail merchandise manager, Sears, 
Roebuck & Co., “What’s Ahead for Re- 
tail Distribution”; Paul H. Nitze, dep- 
uty to assistant secretary of state for 
economic affairs, “A Sound Interna- 
tional Trade Program”; Robert L. 
Huffines, Jr., president, Burlington Mills 
Corporation, “How Fashion Distributes 
80,000 Miles of Textiles”; Robert A. 
Whitney, president, National Federa- 
tion of Sales Executives, “Cutting the 
Cost of Distribution—the Easy Way”; 
Arno H. Johnson, vice-president, J. 
Walter Thompson Co., “The Trend in 
Consumer Purchasing Power’; Secre- 
tary of Commerce Charles Sawyer (sub- 
ject to be announced); Allan H. Mor- 
gensen, “Can We Simplify Distribu- 
tion?”; Paul Mazur, partner, Lehman 
Bros., “Distribution, Its Proper Place 
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in Our Economy”; E. A. Mattison, ex- 
ecutive vice-president, Bank of America, 
“Small Business—Bulwark of Democ- 
racy’; Mrs. Carmel Snow, editor, 
Harper’s Bazaar, “What Fashion Means 
to Faster Sales”; Dexter M. Keezer, 
economist, McGraw-Hill Co., “The New 
American Market Pattern’; C. W. 
Bendigo, editor, Textile World, “The 
Outlook for the Textile Industries”; M. 
W. Mackenzie, deputy minister, Can- 
adian Department of Trade and Com- 
merce, “Trade Relations Between 
Neighbors”; Lawrence Wray, editor, 
Electrical Merchandising, “Stabilization 
of the Electrical Appliance Market”; 
Raymond C. Cosgrove, vice-president, 
Aveo Manufacturing Corporation, 
“Television — Present and Future”; 
Lawrence B. Sizer, vice-president, Mar- 
shall Field & Co., “Fashion—A Way of 
Life’; Kenneth Kramer, executive edi- 
tor, Business Week, “Current Trends in 
American Sales and the Business Out- 
look”; Frank L. Lawler, editor, Food 
Industries, “Food Problems and Distri- 
bution Problems”; C. W. Hodgson, 
president, LaSalle Coca-Cola Bottling 
Co., “Developing the Market Through 
Route Truck Distribution’; Dorothy 
Draper, president Dorothy Draper, Inc., 
“Merchandising for Profits.” 

Participating also will be O. Fred 
Rost, editor and publisher, Electrical 
Wholesaling; Miss Harriet Wilinsky, 
chairman, Fashion Group of Boston; 
William G. Sutcliffe, dean, Boston Uni- 
versity College of Business Administra- 
tion; and Stanley F. Teele, assistant 
dean, Harvard Graduate School of Busi- 
ness Administration. 








Dates to Remember 


Shoe Manufacturers Spring Opening, 
under auspices of Eugene A. Richard- 
son, Hotel New Yorker, New York. 

October 17, i8, 19, 20, 21, 


38th Annual Convention, National Shoe 
Travelers’ Association, Morrison Hotel, 
Chicago October 2! and 22, 


National Shoe Fair, Chicago, Ill. 
October 25, 26, 27, 28, 


Shoe Show, Northwestern National Shoe 
Travelers Association, St. Paul Hotel, 
St. Paul, Minn. Oct. 30- Nov. 2, 


Annual Shoe Fair, Michigan Shoe 
Travelers Club, Hotel Statler, Detroit, 
Mich. October 31, Nov. 1, 2, 3, 


Fall Shoe Show, Pacific Northwest Shoe 
Travelers, Portland and Benson Hotels, 
Portland, Ore. Nov. 6, 7, 8, 9, 


Spring Shoe Show, Pennsylvania Shoe 
Travelers Association, William Penn 
Hotel, Pittsburgh, Pa. 

November 6, 7, 8, 9, 

Spring Shoe Show Mid-Continent Shoe 
Travelers Association, Biltmore Hotel, 
Oklahoma City, Okla. 

November 7 and 8, 


Indiana Shoe Trav- 
elers' Association, Hotel Severin, 
Indianapolis. November 7, 8, 9, 


Advance Spring Showing, Southeastern 
Shoe Travelers, Inc., Sheraton Bon Air 
Hotel, Augusta, Ga. Nov. 7, 8, 9, 10, 


Spring Buying Show, Middle Atlantic 
Shoe Travelers Association, Benjamin 
Franklin Hotel, Philadelphia, Pa. 

November 13, 14, 15, 16, 17, 


Shoe Show, Tri-State Shoe Travelers As- 
sociation, Hotel Statler, Buffalo, N. Y. 
November 14 and 15, 

Spring Shoe Show, Central States Shoe 
Travelers Association, Hotel Muehle- 
bach and Aladdin Hotel, Kansas City, 
Mo. November 14, 15, 16 
Spring Shoe Fair, Michigan Shoe Travel- 
ers Club, Hotels Pantlind and Morton, 


Spring Shoe Show, 


Grand Rapids, Mich. 
Maveniber 14, 15, 16, 17, 
Semi-Annual Shoe Fair, Ohio Shoe 


Travelers Club, Deshler-Wallick Hotel 
and Neil House, Columbus, O. 
November 14, 15, 16, 17, 


Spring Shoe Show, Boston Shoe Trav- 
elers Association, Parker House, Bos- 
ton. November 15, 16, 17, 18, 19, 

Shoe Show, West Coast Shoe Travelers 
Association, Haas Building, Hotels Bilt- 
more and Lankershim, Los Angeles, 
Cal. November 20, 21, 22, 23, 

Spring Shoe Show, Midwestern National 
Travelers’ Association, Paxton Hotel, 
Omaha, Neb. Nov. 20, 21, 22, 23, 

Spring Style Show, Southwestern Shoe 
Travelers Association, Adolphus, Baker 
and Southland Hotels, Dallas, Tex. 

November 22, 23, 24, 25, 


Shoe Show, Shoe Travelers’ Association 
of Chicago, Morrison Hotel, Chicago, 
Hl. November 29-December |, 


Popular Price Shoe Show, National Asso- 
ciation of Shoe Chain Stores and New 
England Shoe and Leather Associa- 
tion, Hotel Commodore, New York. 

November 29-December 2, 


35tn Annual Convention and Shoe 
Mart, Middle Atlantic Shoe Retailers’ 
Association, Benjamin Franklin Hotel, 

Philadelphia, Pa. 
January 22, 23, 24, 25, 26, 
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Prices Firm in Women’s 


Quality Shoes 








[CONTINUED FROM PAGE 73] GET FOOT COMFORT WITH 
patterned vamp. The strip was sig- BURNS poids | 
HAND-LASTED nificant in all collections, many with 
% narrow strippings, newly placed and , 
are =a : . Make walking a pleasure! Try 
SSF M0 CCASI NS prog riding high on the instep. The | these famous feather-lite, Cali ' 
a ‘ | tie, classics, spats and some high rid- | | fornie-made Foot Balancers. They : 
ae designed by nature to ing shoes were accepted. The sandal give amazing foot comfort! Worn 8 
i aN encourage the normal was the favored evening shoe style, im shoes. Recommended by doc- ~ 
YAY) growth of babies’ feet: although some pumps were ordered for _ ere coe ae & Gas wee 
ed} dinner and evening wear. pases depertments. Fer 
New = men, women, children. Demand 
= The accented new leathers had metal- BURNS CUBOIDS! 


lic surfaces. Calfskin and reptiles were 
in strong favor for cold weather shoes. 
Brocade was the newest material along 
with bronze, velvet, satin, gold and sil- 
ver kid, faille and crepe for evening 
footwear. Browns, navy and combina- 
tions were stressed. “We are selling 
lots of combination shoes, featuring two 
leathers and sometimes two colors,” 
Patents stated A. H. Bogutz, of Newton Elkin 
ee Shoe Co. 
Although the closed toe is growing 
in acceptance by the consumer, open 
PN toes account for a sizable volume. It 
White Elk Sizes 1 to $ a Ae was indicated that open toe sales will 
N (Narrow) and oneere be even greater during the resort sea- 






W (Wide) son. Platforms remained of interest, | 
especially 4% and %4-inch heights, while | 
R. J. POTVIN SHOE COMPANY the higher platform continues for 
evening shoes. The curved or spool 
Compello Station heels and dressy shoes with medium 
BROCKTON + MASSACHUSETTS heels were in all lines. The modified toe 


was well accepted, with the squared toe 
the newest high style toe fashion. 


Cutwork and piping loomed up as the 


For Dance Footwear strongest details, followed by appliques, 
DEPEND ON gee — oye se eorgger 
and construction ideas. eading an 
AN OLD ESTABLISHED embroidery embellished —o foot- 
wear on vamp, strap and heel. Buttons 

BALLET MAKER 


remained a high style note. 
SOFT TOE BALLET 


The member firms of the Guild show- 

: ing were: Beleganti, Inc.; Fox Shoe 
am Bead, sheet . Mfg. Corp.; Jerro Brothers; Mackey- 
made... A to D Starr, Ine.; John Marino, Inc.; I. Miller 
gl ae ie & Sons, Inc.; Newton Elkin Shoe Co.; 
large. White or Black. Palter DeLiso, Inc.; Schwartz & Ben- 
$2.15 | jamin, Inc.; Setroy, Inc.; M. Wolf Sons, 


Inc.; Morris Wolock & Company; Zuck- 
erman & Fox, Inc. 

PATENT LEATHER 

TAP SHOES 


Genuine black patent 
leather with wood heel. 
A and C width. Sizes, 


12 to 9. $2.75 
NATURE SANDALS 


Mellow chrome split, 
heavy soles. In Black 
or Fawn. Full and half 
sizes. 9 smol!l to ? 


large. Tbe & 


Leok to Leo for Nationally 
Advertised Dance Footwear 


ADVANCE Theatrical Shoe Co. Facsimile of Christmas seals to be sold this 


32 W. Randolph Chicago |, Ill. year for the benefit of the National Tuber- 
culosis Association. 

















| Be Prepared to Do 
_ Your Share 
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BURNS CUBOID CO., SANTA ANA, CALIF. 
















A SPECTACULAR 
PROMOTION THAT 
COVERS THE NATION 


The 35 to 40 million readers 
of THE AMERICAN WEEKLY 
will see the above announce- 
ment several times. So also will 
the millions of readers in the 
hundreds of accounts that will 
carry this message under their 
own signatures. Similarly it will 
be featured in colored posters 
for window and interior display. 

The same story will appear in 
Good Housekeeping, in Hygeia, and 
in a stepped-up program of adver- 
tising in medical journals and health 


magazines. Your customers will be 
EXPECTING you to carry Cuboids. 


Now a New 
“DUAL IDEA” ITEM 
For Foot Comfort 


So very new, indeed, that it com- 
bines for the first time, to our knowl- 
edge, THESE TWO ACCEPTED 
THERAPEUTIC values in one item. 
A valuable addition to the Cuboid 
line in the matter of foot comfort, 
and every shoe buyer will want to 
see it, at the SHOE FAIR. 


Visit Booth £55 
PALMER HOUSE 


Burns Cuboid Co. 


Santa Ana California 








75 








IT’s Ss 
IT’s 


Stores reordering heavily . 


big demand for this 
low heel pump 


FROLIC #4485 
black suede* 
sizes up to 10 

$10.95 retail 


*other materials available, 15 working days delivery 





write for further information to 


GREGORY & READ CO., LYNN, MASSACHUSETTS 
New York Office—643 Marbridge Bldg., New York 
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El Paso, Tex.—Quality footwear is featured in the new women's shoe salon at the Popular 
Dry Goods Co., E/ Paso. Designed by the Deryl C. McElreath Co., Dallas, the salon features 
shadow box displays, inset in pale yellow walis; blue carpeting; gray and Chinese red furniture. 
The “floating” ceiling is deep blue. Head of the department is Ed Simon, vho has been with 
the Popular for over 35 years. At a later date accessories will be tied in with the shoe de- 
portment. 





Store Plans to Add 
Children’s Shoes 


LoNG BeacH, CaLir.—The Columbia 
Store has reopened its shoe depart- 
ment, closed since July 1, under the 
supervision of Harry Muchman as 
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buyer. The women’s shoe department 
is managed by Mr. Cross, and the men’s 
shoe department by Mr. Horsefield. The 
department has been remodeled into a 
salon. 

Ten thousand brochures were mailed 
to Columbia’s regular customers an- 


nouncing the opening. Intensive news- 
paper advertising was done. 

Future plans include the installation 
of an elevator, remodeling the fashion 
dress department and adding a chil- 
dren’s shoe department. 





New Book Describes 
Leather Manufacture 


New YorK.—Recommended reading 
for many in the shoe industry is a re- 
cently published book on luggage. In- 
tended to further the education of 
salesmen in the latter field, this book 
contains 35 chapters totaling 100 pages 
on every aspect of leather—sources 
from which raw-stock of all kinds is 
obtained, how and by what methods 
leather is tanned, how finished, how 
grained, concluding with several chap- 
ters on specialty leathers such as rep- 
tilian, pigskin, buffalo, ostrich and 
shark, 

Ideal for shoe salesmen, wholesale 
or retail, who wish to become better 
acquainted with the materials of which 
most of their shoes are made, the 
booklet, entitled “(Luggage and Leather 
Goods Manual” and written by H. G. 
Kates, can be had for the nominal price 
of $1.00, plus postage, by writing to 
the publishers, Luggage and Leather 
Goods Manufacturers Association, 220 
Fifth Avenue, New York 1, N. Y. 





Gallenkamp Manager 
Is Promoted 


FRESNO, CALIF.— George J. Oberti, 

formerly manager of the West Fresno 
store of the Gallenkamp Shoe Company 
at 1528 Tulare Street here, has been 
promoted to the post of manager of 
the downtown store, No. 50, at 1035 
Fulton Street, to succeed Everett P. 
Shouse, who resigned recently. 
Oberti has been with the company 
nearly twenty years, having started 
his career as a salesman in the Fulton 
Street store, from where he was pro- 
moted after one year to become man- 
ager of the West Fresno unit. James 
L. Telesco, his assistant there since 
1932, has now become manager. 





Chain Opens Ninth 
Store in Texas 


Waco, TEx.—The ninth Texas store 
of the Dan Cohen Company has been 
formally opened in Waco at 503 Austin 
Avenue in a completely air-conditioned 
building. Manager of the new store is 
Dante Price, a native Wacoan with 22 
years of experience in the shoe business, 
Joseph Brown, district manager for the 
firm, announced. 

Besides a complete line of shoes for 
the entire family, the new store will 
carry a full line of athletic footwear, 
including baseball, basketball, football, 
boxing, track and roller rink shoes. 


Boot and Shoe Recorder 











NSRA Publishes 
Style Booklet 


New YorK—For the second time 
since the end of the war, the National 
Shoe Retailers Association has brought 
out its costume color coordination book, 
“Fashion and Footwear,” prepared espe- 
cially for members of the association. 
The first postwar book, issued last 
Spring, did a magnificent job in 18 
pages of complete costume coordina- 
tions, covering fashions for the entire 
Spring and resort seasons in shoes, 
dresses, suits, coats, accessories and 
even make-up, with swatches of leath- 
ers and fabrics to show actual colors 
and surfaces. 

The new book, recently issued, offers 
to NSRA members the same complete 
coordination information on fashions 
for Fall. This book marks progress 
over the Spring edition, excellent as 
that was, in several respects, even to 
the cover, with its new device in two 
colors featuring the initials of the asso- 
ciation in the upper right hand corner. 
The entire cover has been smartly 
styled in a dark green—important 
important among Fall color for clothes 
as well as shoes—with a wide white 
panel down the left side. 

The introduction, by L. E. Langston, 
executive vice-president, has been short- 
ened and makes its points more simply 
and directly. The points are the same, 
however: that the book has been “espe- 
cially designed for use by the sales 
personnel in all departments where 
fashion merchandise is sold;” that it 
“represents the cooperative efforts of 
shoe retailers, manufacturers and tan- 
ners and the nation’s best known de- 


signers of apparel, footwear and acces- . 


sories;” that it is “the only costume 
color coordination book available in this 
country— it is complete and authentic;” 
that it should be where “customers, as 
well as your salesmen, may have ready 
and easy access to it.” 

In the 19 pages that follow this in- 
troduction, completely coordinated cos- 
tumes are presented under the following 
headings: 

Resort and Travel, two pages; Resort 
and Campus; Fall and Resort; Town 
and Country, four pages; Town, eight 
pages; Cocktail and Dinner, two pages; 
Evening. 

On each page, a costume is shown 
accompanied by a paragraph of text 
explaining the fashion significance of 
the costume and noting other important 
silhouettes of this type. 

Another paragraph gives “The Shoe 
Story,” relating shoe colors to the 
ready-to-wear colors considered impor- 
tant for the particular type of costume 
under discussion. Still another para- 
graph summarizes leading pattern 
trends in shoes for this same type of 
costume. On each page there are three 
swatches to highlight leathers, fabrics 
and colors considered style-right for 
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SHOE FORM SERVICE! 


140 selections for just 
the right style and color 
. «. Complete Flexibil- 
ity for wide fitting range 


without distortion 


. 5 HEEL HEIGHTS 1 


High 
Cuban 
5. Flat 


Dinree 
ENTIRE SHOE 3 
INDUSTRY 
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a ? 


LS PIERCE COMPANY 


Specialties for THE ENTIRE 


3. College 
4. Play Shoe > 





. THE WORLD’S MOST COMPLETE 


ll 


YOUR CHOICE... 
3 TYPES 


Regular Ankle Form 
2. Streamline Ankle 
Form 
3. Low Ankle Form 
. 
1. Plain Toes 
2. Toe Peeps 
. 
Open Top 
2. Closed Top 


.12 ATTRACTIVE COLORS 


BROCKTON 0.62, 
MASSACHUSETTS 
SHOE INDUSTRY Since 1872 








shoes and bags to coordinate with the 
costume. Two swatches in important 
ready-to-wear fabrics are also included, 
as well as three swatches in felt to give 
coordinated hat and glove colors. Be- 
sides all these, one hosiery swatch and 
three make-up colors are presented cn 
each page. Throughout the book, the 
greatest care has been taken to present 
a well-rounded coordination guide which 
will enable the sales clerk and his cus- 
tomer to know what are the smartest 
silhouettes, colors and materials for 
the coming Fall and what are the mest 
pleasing, as well as the most fashion- 
right, ways of combining these. 


New Family Shoe Store Opened 


LuppocK, TEX.—The Altee Family 
Shoe Store, owned by T. George and 
A. J. Malouf, has been opened here at 
1116 Texas, under the management of 
Roy Lusby, who has been in the shoe 
business in Lubbock for the past five 
years. 

The new store, which will stock more 
than 10.000 pairs of shoes, will handle 
a full line for infants’, children’s, teen- 
agers’, men’s and women’s, Lusby said. 

Other employees of the new firm in- 
clude T. G. Wade and W. S. Settler, 
salesmen, and Mrs. Laverne Beck. 
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THE SHOE DISPLAY DE LUXE 


“Dumb Clerk” does a mammoth 
job of selling at point of purchase. 
Holds shoes in attractive posi- 
tion, either on walls or extended 
from shelves. It’s a beauty! Inex- 
pensive, too! It will pay salesmen 
to write for territories and prices. 
Shoe dealers write for information. 


DumB CLERK 


C. M. BYE, Mgr. 
OSSEO, WISCONSIN 





Lett—Men's and women's departments in the Manhasset Bootery are 
divided by a display cabinet with women's stock concealed and 
men's stock on open shelving. The children's department (right) 


hes seats for mothers between those for children, who can even te 
strapped in if it is necessary to keep them from pitching forward. 
Sidewalls of the fitting platform are linoleum. 





MANHASSET, L. I.—Confronted with 
a store 26 feet wide and more than 140 
feet deep, Eugene Back, New York store 
architect, lopped off 14 feet of the depth 
in designing the Manhasset Bootery 
here for Melvin T. Lane and turned it 
into a vestibule, the windows of which 
rest on a light green marble base and 
the floor of which is covered with green 
terrazzo. 

On the left of the vestibule is an 
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overhanging window trimmed in alu- 
minum with a set-back base of terrazzo. 
It extends 15 feet into the store and is 
used for displaying women’s shoes. The 
window on the right is for men’s shoes 
and extends about 8 feet into the store. 
The entrance, of plate glass, is flanked 
by children’s shoes, displayed on low 
platforms. All windows are lighted with 
alternating fluorescent tubing and bul- 
let lighting. 


Inside, the carpet is a light green, 
and the ceiling of white plaster has hi- 
hat spot lighting. Near the front of the 
store is a show case separating the 
men’s and women’s section. In the 
men’s section the walls are tan, with 
open stock half way up the wall. The 
women’s section has a chartreuse wall, 
with stock concealed. 

[TURN TO PAGE 81, PLEASE] 
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Spring Guild 
Opening Nov. | 


NEw YoRK—The Main Spring Open- 
ing of The Guild of Better Shoe Manu- 
facturers will take place the week of 
November 1st in the member firms’ 
showrooms, it has been announced by 
Lou Sachar, president of the Guild, who 
outlined the threefold advantages of the 
date set for this opening: 

1.—Since this date follows the Na- 
tional Shoe Fair, buyers will make 
their better shoe purchases the week 
after the Chicago show. However, some 
buyers have indicated their visit to 
Guild resources will precede the na- 
tional show. 

2.—The date is near the opening 
dates of the apparel lines, followed 
closely by shoe buyers and shoe mer- 
chandisers, particularly those asso- 
ciated with department stores. 

3.—The Main Spring Opening is one 
of the most important buying periods 
throughout the year. The November 
date has special significance this year, 
since buyers know they must receive 
new styles early in the Spring season 
during this highly competitive era. 

Two groups of shoes are to be fea- 
tured. They are Spring shoes in coun- 
try, town, afternoon and dinner types, 
with attention given to the shoe ward- 
robe and shoes for the occasion. The 
resort buying will be completed at this 
showing. The delivery dates are Janu- 
ary and February. “This Main Spring 
Opening accounts for a major buy. The 
retailer now has the kind of confidence 
that should result in greater pairage 
than was booked last year,” said Mr. 
Sachar. 

This Guild Week marks the third year 
since the five-openings-yearly program 
was inaugurated by the Guild in No- 
vember 1945, a schedule adopted in order 
to make possible year-round shoe de- 
livery and shoe production. That this 
has resulted in a footwear merchandis- 
ing formula that has been most bene- 
ficial to manufacturers and retailers 
alike is acknowledged by all segments 
of the shoe industry. 

The member firms of The Guild of 
Better Shoe Manufacturers to partici- 
pate in this opening are: Beleganti, 
Inc.; Fox Shoe Mfg. Corp.; Jerro Bros.; 
Mackey-Starr, Inc.; John Marino, Inc.; 
I. Miller & Sons, Inc.; Newton Elkin 
Shoe Co.; Palter DeLiso, Inc.; Schwartz 
& Benjamin, Inc.; Setroy, Inc.; M. Wolf 
Sons, Inc.; Morris Wolock & Co.; 
Zuckerman & Fox, Inc. 





Heavy Welts for Men 
Featured in Chicago 


Cuicaco—Heavy welt shoes for men 
are again receiving major promotional 
attention at O’Connor and Goldberg, 


October |, 1948 


The Sint in X-Kay 
Shoe Fitting equipment 


EXCLUSIVE MANUFACTURER OF THE ADRIAN 


m. B. ADRIAN * sans 


X-RAY 


COMPANY 


Originators of X-Ray Shae Filling 


2507 S. HOWELL AVE 


Chicago. Shoes of this type played an 
important part in the merchandising of 
men’s shoes before the war with this 
firm, and are now being well accepted 
by the public, Harry Silver, men’s shoe 
buyer reports. 

Two large advertisements have re- 
cently been devoted to them. One fea- 
tured a single style with crepe sole 
known as “Crepe-Shoe-Zettes,” sug- 
gested for campus wear. Another ad- 
vertisement introduced “44’s” referred 
to as “Big caliber values in frontier 
welts.” The styles included a storm 
welt, a reverse storm welt, and a notch 
welt in varied patterns of oxfords. 





MELWAUKEE 7. WIS. 





Shoe Merchandiser Named 
For New Store 


Los ANGELES, CALIF.—Pat E. O’Haro 
has been selected as shoe merchandiser 
for the new Ohrbach’s Store which is 
being built in the Miracle Mile on Wil- 
shire Blvd. This store is a branch of 
the New York City Ohrbach’s. Occu- 
pancy of the new store is expected by 
the latter part of 1948. 

O’Haro has been assistant buyer in 
the J. W. Robinson Co. shoe depart- 
ment for some time and has been con- 
nected with Robinson’s in different ca- 
pacities for the past 11 years. 
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Minneapolis Merchant Reports Calls fer Gold Kid During Summer— 
Sees Fashion Increasingly Important 


MINNEAPOLIS, MINN.—“Show me 
something dressier—something with 
more style; I’m tired of putting my 
daughter in brown oxfords.” That cus- 
tomer’s remark is typical of many and 
prophetic of the trend in children’s shoe 
buying, according to Arnold Elmquist, 
owner and manager of the Poll Parrot 
Shoe Store, Minneapolis. 

During the war customers bought 
staples for their children, the moccasin 
type, oxfords and saddle shoes and 
picked conservative browns that would 
take plenty of playground punishment, 
he said recently. But now fashion styl- 
ing exerts its influence on the younger 
generation’s footwear and is an increas- 
ingly important factor in making sales. 
Mothers look for straps, open-work de- 
tail and buckles—details borrowed 
from their own shoe wardrobes. Even 
boys’ shoes with a novelty touch have 
a greater appeal than staunch oxfords. 
Saddle shoes, however, have maintained 
their popularity in this area and loafers 
have established themselves as a clas- 
sic in all age groups. 

The emphasis on style, Mr. Elmquist 
finds, doesn’t begin with school-agers— 
,it has influenced baby shoes, also. 
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Color, too, has made an important 
imprint on children’s shoes. Mr. Elm- 
quist reports that recently red has been 
the biggest seller of all, with green a 
favorite and destined for greater popu- 
larity as Fall buying increases. Al- 
though gold kid, the Summer favorite 
in women’s shoes, was not available in 
children’s sizes, there were countless 
demands for it, and Mr. Elmquist be- 
lieves the store could have sold many 
gold shoes for children if they’d been 
in stock. 

Children themselves, Mr. Elmquist 
adds, have come to have a definite and 
formed taste of their own. Although 
his store carries infants’ to 14-year 
sizes, boys seldom come into the store 
after they’re 12, whereas girls and 
even women who need small sizes are 
on the “regular” list with 14 as no 
barrier. By the age of five a child 
knows what he wants and has great in- 
fluence on his parents’ decision. 

Reflecting rising living costs, the 
public has been slow to buy children’s 
shoes in the higher price brackets. In 
babies’ 3 to 5 sizes, $3.98 has been a 
popular price: in 8% to 12s, $5.95 has 
been a generally accepted amount. Mr. 


HUSSCO SHOE €O. © 1328 BROADW4 
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Elmquist found that when he was able 
to advertise a 50-cent reduction on 
shoes, sales immediately jumped. 

Customers of the downtown store 
generally buy shoes early in the season 
to be ready for Fall’s back-to-school 
going or for Spring and Summer wear. 
However, at the Elmquist outlying 
store, the trend is different—customers 
are less influenced by big store mer- 
chandising and feel that when children 
need shoes they cari be had at the neigh- 
borhood shop. There has been an em- 
phatic trend the last few years, par- 
ticularly downtown, toward buying 
overshoes early in the season—often at 
the time when children are outfitted for 
the opening day of school. 

Arnold Elmquist owns two shops in 
Minneapolis. The first, a family store 
at 2707 E. Lake Street, was opened in 
1944, and the Poll Parrot on 7th Street 
in the downtown Loop district, which 
carries only children’s shoes, was 
opened about a year later. 





Correction 


DeEtRoIT— Harry Rosenfeld of the 
Sibley Boot Shop, Detroit, has no con- 
nection with the Custom Shop, recently 
opened men’s wear store, as indicated 
in a recent issue of BooT AND SHOE 
RECORDER. Owners of the Custom Shop 
are the Hochberg brothers, Meyer and 
Sam. 
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NOW AVAILABLE AGAIN TO SHOE STORES 


America’s Finest WE AND BALLET SLIPPERS 


The Selva trade-mark offers you a great new potential market not only for our 
line, but for your regular stock of street shoes. 
production, national advertising and personal contacts have made Selva products 
the favorite of the dancing teachers in your territory. 


PRINCESS TOE 
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Solving Problem of the Deep 
Narrow Store 
[CONTINUED FROM PAGE 78] 


Shaped like a horseshoe is the wrap- 
ping counter, cashier’s and control sec- 
tion, with a small private office. 

Mr. Lane specializes in correct fitting 
and says that 85 per cent of his cus- 
tomers are repeat. Nationally adver- 
tised brands are carried and about 
10,000 pairs are in stock. 

His wife, Dorothy, works with him 
and handles all the office work. Four 
shoe salesmen make up the staff. 

The Manhasset Bootery was started 


October |, 1948 


by Mr. Lane and his brother-in-law, 
with the latter selling his share to Mr. 
Lane after five years. 





Family Shoe Store 
Being Modernized 

ERIE, Pa.—The Nobil Shoe Store at 
808 State Street, is being modernized. 
The women’s department will occupy 
the entire first floor in an up-to-date 
sales room designed for the greatest 
customer comfort. A new fluorescent 
lighting system is being installed, as 
well as carpeting, new chairs and air 
conditioning. 


The men’s and children’s depart- 
ments will be in a modern basement 
sales area and will be reached by a 
stairway just inside the new store front. 

The men’s department will be done in 
masculine style, using cedar for all the 
finish wood; while the children’s depart- 
ment will express itself in painted fin- 
ishes and cut-out designs particularly 
suitable for the young customers. 

The new store front will embody new 
features of lighting, new neon signs, 
and interesting window treatment. 

The store front will have large glass 
areas, glass doors and recessed marble 
bulkheads. 
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Retailers Report Lower Inventories 


Buyers at Morrison Show in Chicago More Encouraged—Better 
Buying by Retailers in Rural Areas Noted 


CHICAGO. — “Spotty” business, with 
buying better by out of town shoe 
merchants than local retailers, was re- 
ported for the shoe show conducted re- 
cently at the Morrison Hotel by the 
Shoe Travelers’ Association of Chi- 
cago. A general tendency to fill in 
stock rather than order across the 
board was noted in most cases, except 
in the opening of new accounts. 

Attendance of out of town merchants 
was better at this show than it has 
been for some time. Those from areas 
with large farm and rural trade did 
the heaviest buying. Retail business in 
these areas is reported as nearly nor- 
mal and far better than in the large 
towns and metropolitan sections. 

Retail stocks generally were reported 
to be in better shape than at the be- 
ginning of the Summer. Clearance 
sales everywhere helped to reduce in- 
ventories, even though some were dis- 
appointed in that whites and other 
dressy Summer shoes failed to move as 
expected. Shoe men were in a better 
frame of mind than they were at the 
last regional show. They continued 
cautious, however, buying chiefly to bal- 
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ance out their current Fall stocks. 

In the women’s lines, casuals still led 
the demand, with heavy buying in all 
price ranges. High styles, for the most 
part, moved slowly, while tailored types 
showed some acceleration. Men’s lines 
moved slowly, although there was a lot 
of interest in new developments in 
heavy welt types. Children’s business 
was probably the best of all, particu- 
larly in the popular price divisions. 

The next show to be conducted by the 
association will be held at the Morri- 
son, Nov. 29 and 30 and Dec. 1. The 
annual directory of the association is 
now in preparation and will be dis- 
tributed to the trade soon. 





New Store Holds 
Informal Opening 


NorToN, KAan.—Abbey’s Toggery, 
dealer in men’s shoes and wearing ap- 
parel, held its informal opening re- 
cently. The formal opening will be de- 
layed for some time until the new, mod- 
ern front is finished. The new store, 
owned and operated by Frank Abbey, 


is located in the newly remodeled and 
redecorated L. V. Mason building on 
South State Street. 

Keith Smith, Garden City, Kansas, 
factory representative of Roberts, John- 
son and Rand, division of International 
Shoe Co., was on hand at the informal 
opening to discuss foot problems and 
proper fitting. A key chain was given 
to everyone Who visited the store. 


Rate Increase Suspended 


Boston.—The Interstate Commerce 
Commission has acted favorably on a 
petition filed by the New England Shoe 
and Leather Association for suspension 
of proposed higher motor carrier rates 
on shoes, varying from 11-22 per cent, 
from New Hampshire centers to Bos- 
ton, as applied for by the New Eng- 
land Motor Rate Bureau, Inc. 

These rates would have become ef- 
fective on Sept. 8, but the ICC ordered 
that they be deferred, unless otherwise 
ordered by the commission, with no 
change to be made in current rates, 
charges, regulations and practices dur- 
ing the period of suspension. The com- 
mission ordered that a hearing be held 
at a date to be announced later “con- 
cerning the lawfulness of the rates, 
charges, regulations and practices 
stated in the schedules contained in 
said tariffs.” 
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Entertains the kids while you fit them! 


Plays two songs in one winding, with special locking 
device which prevents -overwinding. Available in pink 


or blue. Made of Wood and Rattan. 21'/2" back, 15" 


wide, 12" deep, seat 10!/2" from floor. 
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To Feature Branded Lines 
At Popular Price Show 


NEw YorK—A diversity of branded 
lines of footwear will be displayed at 
the Popular Price Shoe Show of Amer- 
ica, November 29-December 2 at the 
Hotel Commodore, New York, it has 
been made known by the co-managers 
of the show, Edward Atkins and Max- 
well Field. The market week is under 
the joint sponsorship of the National 
Association of Shoe Chain Stores and 
the New England Shoe and Leather 
Association. 

“A number of advantageous circum- 
stances have combined to make the 
Popular Price Shoe Show especially at- 
tractive to manufacturers selling brand- 
ed lines direct to department and retail 
stores,” the statement by the show 
managers pointed out. “The timing of 
our show is a direct hit on the buying 
target of both volume and independent 
shoe retail distributors, and suppliers 
know it. Coming approximately 30 days 
after the National Shoe Fair and in 
time for delivery of Spring merchan- 
dise ordered at the Popular Price Shoe 
Show, this show will be the scene of 
important order-placing. The central 
location and importance of the New 
York market, with a majority of lead- 
ing department store and shoe buying 
organizations located in New York City, 
present additional reasons for the popu- 


October |, 1948 





Wwvvyv 


| PENNEY’S wants 


| TOP-NOTCH 
SHOE SALESMEN 


Shoes are an important part of our business. 
You can sell Penney’s shoes with confidence. 


Men who qualify will start as salesmen and 
be given every opportunity for advance- 
ment. There are opportunities in other 
lines too. We are looking for men: 


@ 21 tv 30 years of age 

@ High school education at least 
@ One year of experience at least 
@ Willing to locate in other cities 


If you are interested—write AT ONCE 
giving experience and qualifications. 


H. K. Pemberton 
Personnel Department 


J. C. PENNEY COMPANY 
New York City 1, N.Y. 


330 West 34th St. 











larity of the Popular Price Shoe Show 
with branded line resources. It is our 
understanding that a large number of 
buyers for basement, main floor and 
upstairs shoe departments already have 
made definite appointments with sup- 


‘pliers of branded lines of shoes to place 


orders at the Popular Price Shoe Show 
of America. 

“Retailers are buying closer and 
closer to actual selling periods. That 
fact magnifies the importance of the 
last week in November in the buying 
schedules of all types of retailers, chain 
store, mail order house, department and 
specialty stores,” the statement added. 

Messrs. Atkins and Field made known 
that almost 400 display rooms and 
booths have already been assigned at 
the Hotel Commodore for the Popular 
Price Shoe Show of America. 





Store Opens Branch 


CoRAL GABLES, FLA.—The Lorraine 
Children’s Bootery recently opened a 
new store at 237 Coral Way. This is a 
branch of the Miami store operating 
under the same name and which has 
been under the same management for 
the past 24 years. 

The Miami store is located at 101 
S. E. First Street. “Correct Shoes for 
the Growing Child” is the slogan un- 
der which the business will continue to 
operate. 


New England Production 
Shows 15 Per Cent Gain 


BostoN—The New England shoe 
states, Massachusetts, Maine and New 
Hampshire produced during June 11,- 
189,000 pairs, an increase of 15 per 
cent over June, 1947, thus leading the 
country in the percentage gain in out- 
put for this period, according to an 
analysis prepared by the New England 
Shoe and Leather Association based on 
a report issued by the U. S. Bureau of 
the Census. The New England shoe 
states registered the following changes 
in output in this period: 

Massachusetts up 21 per cent, New 
Hampshire up 1 per cent and Maine up 
24 per cent. 

The value of shoe shipments from 
New England during June totaled $37,- 
105,000 with a per pair average value 
of $3.45. For the first half year, New 
England shoe production totaled 72,- 
894,000 pairs, a gain of 2 per cent over 
a year ago. 

The Massachusetts shoe industry em- 
ployed approximately 33,415 workers 
during June and the average amount of 
total weekly wages paid them amounted 
to $1,201,866, according to the associa- 
tion’s analysis of the indices of the 
Massachusetts Department of Labor 
and Industries. This represented an in- 
crease of 2.5 per cent in employment 
and 5.6 per cent in payrolls. 
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MEN'S KID ROMEOS 
Good Brown Kid leather 
Good leather sole 

Drill lined vamps 

Brown rubber heels 
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All Satin Mat Kid. 
Woven Braid with 
Puffed Vamp. Pleated 


117 LAST 
17/8 Non-Scuff Lock 


Write for In Stock Folder! 


All the little tricks of 
fashion—all the masterly 
touches of feminine appeal 
—shadow the INTRINSIC 
VALUE of Heel Gripper 
& smart walking shoes. 


To Retail at 


$3.95 


In stock, for immediate 
shipment, with widths 
and sizes from AAAA 
thru EE, 2 thru 11. 
Order needed sizes 
weekly. 
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Pattern Makers ieuee 


Public Relations 


NEw YorK—Public relations was the 
subject of the principal speaker, Har- 
old R. Quimby, at the annual meeting 
of the Shoe Pattern Manufacturers’ 
Association, September 13, at the Wal- 
dorf-Astoria, New York. 

Mr. Quimby, secretary of the Na- 
tional Shoe Manufacturers’ Association, 
cited features and angles of public re- 
lations which are useful in organiza- 
tional efforts, particularly as the shoe 
pattern group is now planning an in- 
dustry-wide public relations program 
of its own. 

At the conclusion of his talk, Mr. 
Quimby introduced Joseph W. Holmes, 
of the United Last Company, and past 
president of the Last Manufacturers’ 
Association, and Herman Woods. Both 
men spoke of the need for affiliation in 
a trade group, and in the part a pattern 
manufacturer plays in the production 
of shoes. Also introduced to the group 
was George A. Schultz, Associate Di- 
rector of the Guild Associates, who will 
assist Walter R. Guild in the manage- 
ment of the Shoe Pattern Manufac- 
turers’ Association. 

Mr. Schultz, a graduate of the Na- 
tional Institute of Northwestern Uni- 
versity which prepares men for cham- 
ber of commerce and industrial associa- 
tion work, formerly was with Nashua, 
N. H., Chamber of Commerce of which 
he was executive secretary. Prior to 
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that he was executive vice-president of 
the Malden, Mass., Chamber of Com- 
merce. 

Officers elected to serve the associa- 
tion were: Lawrence J. Ewing, of the 
Lawrence J. Ewing Company, Haver- 
hill, Mass., president; Walter J. Rob- 
inson, W. J. Robinson Company, New 
York, vice-president; Clayton S. Rud- 
berg, C. S. Rudberg Company, Inc., 
Boston, treasurer; and Leroy J. Her- 
ron, Quality Pattern Company, Boston, 
secretary. Directors elected to serve in- 
cluded: Joseph P. Famolare, Joseph 
P. Famolare, Inc., Boston, representing 
New England; John Barcheski, Bed- 
ford Pattern Company, New York, 
representing New York City; William 
P. Cross, Cross Pattern Company, Inc., 
Rochester, New York, representing New 
York State; Norman I. Blanchard, 
Frederick E. Blanchard Company, Co- 
lumbus, Ohio, representing Ohio; and 
William H. Hinson, Browne-Tilt Com- 


pany, Inc.; and William Johns, Amity 
Pattern Company, representing St. 
Louis. 


The association plans a brochure re- 
garding the pattern making industry 
which will soon be distributed na- 
tionally. 





Buyer Opens Own Store 
In Baltimore 


BALTIMORE, Mp.—Ted Lee, at one 
time manager of I. Miller’s store on 
N. Charles Street, recently opened his 


own shoe store at 207 N. Charles Street. 
He specializes in samples, surplus stocks 
and cancellations. 

Before coming to Baltimore, Mr. 
Lee was connected with the New York 
firm of I. Miller & Sons for a number 
of years. When he left the Baltimore 
branch, he became buyer in Schleisner’s 
better shoe department, then known as 
the Delman department. He then went 
to Stewart & Co., where he was en- 
gaged as buyer of better shoes. In 
1945, he left Stewart’s to go into the 
wholesale children’s shoe business. 





Children’s Store Adds 
Shoe Department 


PAWTUCKET, R. I.—After being in its 
present location at 5-7 Broad Street, 
for 23 years, Roberts’ Children’s Shop, 
a clothing store, has reopened in a com- 
pletely new and modernized store. For 
the first time in its history, the store 
has a complete children’s shoe depart- 
ment. Previously some infants’ shoes 
were carried but no children’s shoes. 

The new department has eight chairs 
and is in charge of Mrs. Alice Dutch- 
over, who devotes her entire time to 
shoe fitting. The store is owned by Rob- 
ert Levine and is managed by his son, 
Jason Levine. Another son, George 
Levine, is in charge of the boys’ depart- 
ments. The new store is completely air 
conditioned, and has te newest in 
lighting effects. 
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500 Rooms Reserved 
For New Yorker Show 


New YorkK—More than 500 display 
rooms and suites have been reserved for 
use by shoe manufacturers and whole- 
salers who plan to exhibit at the Shoe 
Manufacturers’ Spring Opening to be 





EUGENE A. RICHARDSON 


held at the Hotel New Yorker here. 
from October 17 to 20, inclusive. “This,” 
says Eugene A. Richardson, managing 
director, “taxes the capacity of the New 
Yorker display rooms, and will make 
the Spring opening the largest show 
New York has seen since before the 
war.” 

“Advance buyer reservations,” he 
said, “are from twenty-seven states and 
as early as September 10 over 200 res- 
ervations had been made. These, which 
include chain stores, department stores, 
wholesalers and a large number of in- 
dependent retailers, indicate that mer- 
chants are ready to buy and that they 
are satisfied there will be no dratic cut 
in shoe prices. In fact, early buying 
is wise in view of the fact that price 
increases may come later this year.” 

“The same situation,’ Mr. Richard- 
son recalls, “confronted buyers a year 
ago. They bought at lower prices at 
the New Yorker and, with a very few 
exceptions, manufacturers shipped the 
shoes at the prices at which they had 
been bought. While I do not look for 
a sharp price rise before or during the 
show, many retailers will cover them- 
selves at that time, knowing that de- 
creases in price are out of the question 
at least until the first of the year.” 





Heavy Attendance at 
Detroit Showing 


DETROIT—Both attendance and sales 
at the September showing sponsored by 
the Michigan Shoe Travelers Club at 
the Hotel Statler, here, were pro- 
nounced uniformly successful. Some 
85 travelers’ lines were exhibited. Re- 
tailer attendance, as well as buying, 
were generally considered the heaviest 
since last Spring. There was a notable 
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Interested in children's shoes with 
that little something extra in style? 
Getting tired of being stalled and 
stalled on shoe delivery dates? 
BETZY CROSS answers these ques- 
tions with unique shoe styling and 
guaranteed immediate delivery on 
all orders! Our reputation has been 
built on designing the finest of shoes 
j for young growing feet, plus a deep 
sense of responsibility towards all re- 
tailers. Feature the BETZY CROSS line 
for less headaches and more profits! 
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WEARWELL SHOE CO. 
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138 Duane St. © New York 13, N.Y.. 
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attendance of shoe store owners from 
the northern Michigan resort area and 
from Cleveland and other points in 
northern Ohio. 

Dealers apparently had purchased 
short stocks of sport shoes in particu- 
lar, and the spurt caused by back-to- 
school selling depleted their stocks to a 
point requiring immediate replacement. 
This was especially noticeable in sports 
shoes for girls and misses. In this 
class, black suede and black smooth 
leather were the leaders. 

Black suede continued to dominate in 


play shoes for women. In the cheaper 
lines, a suede-like material caused 
much interest. Black suedes with high 
platforms were the novelty leaders 
again. 

Brogues and heavy types led in de- 
mand among shoes for men and boys. 

Heavy sale of Christmas slippers 
was reported, for both immediate and 
future delivery. 

With the decision by the Travelers 
not to hold any show in October, this 
will be the last until the Annual Michi- 
gan Shoe Fair opening October 31. 
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Men’s Leather 





To Retail Profitably at $4.49 


Fine quality, smooth, plump kid leather 
Romeos. Fully formed and lasted. Clear 
street-wear, thick leather soles. Live 
elastic gore. Made in our better-grade 
stitch- down factory. Sizes 6 to 12, 
including half-sizes. Fast sellers, with 
substantial mark-up! in stock for 
immediate delivery. 


PILOT SHOE CO. 
31 Hopkins Place - Balto. 1, Md 
** Honest-mode Since 1899” 
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Obituaries 


Fred L. Emerson 


AUBURN, N. Y.—Fred L. Emerson, 
president of Dunn & McCarthy, Inc., 
died here on September 11. He was 72. 

Mr. Emerson was born in Lexington, 
Mass., attended the Medford | (Mass.) 
High School, graduating in 1892, and 
went to work in the Boston office of 
James Means & Co., shoe manufactur- 
ers. In 1896 he joined W. H. McElwain 
& Co., later leaving the firm to go with 
Dunn & McCarthy Co., in Auburn, 
where he was employed as an order 
clerk. 

Mr. Emerson was an active philan- 
thropist, as well as having an interest 
in flying. He was one of the chief finan- 
cial backers of Auburn’s city hospital. 
Emerson interests also established the 
Auburn Convalescent Home for Chil- 
dren in 1935 and contributed about half 
the cost of Auburn’s new YMCA in 
1939. His flying exploits included 38,- 
000 miles by air in a 53,000-mile trip 
spanning the globe. He made several 
flights to and around South America, 
as well as aerial visits to Finland, 
Alaska and New Zealand. 

In the first World War, Mr. Emerson 
served in the Quartermaster Corps. In 
1944 he donated the Enna Jettick Park 
to Cayuga County. This amusement 
center, valued at $60,000, was subse- 
quently named after him. 

He is survived by a daughter, Mrs. 
Elizabeth Dickman, and two sons, Wil- 
liam McElwain Emerson and Fred L. 
Emerson, Jr. 





Mrs. Grace L. Rothschild 


GLOVERSVILLE, N. Y.—Mrs. Grace 
Levor Rothschild, wife of Samuel 
Rothschild, president of G. Levor & Co., 
Inc., Gloversville, died in her sleep dur- 
ing the early morning of September 15. 
Her husband and two sons, G. Alan 
and Robert S., were summoned home 
on the eve of the recent Leather Show 
because of a critical turn in her illness 
and were with her when she passed 
away. 

The deceased was a daughter of the 
founder of the Levor business and was 
a director in the affiliated Levor com- 
panies. She is survived by her mother, 
a sister, two sons and two married 
daughters, and thirteen grandchildren. 

Funeral services were conducted 
from her late home in Gloversville, 
September 17. 

Levor’s tanneries and New York and 
Boston offices were closed on that day. 





James G. Wayland 


KNOXVILLE, TENN.—James Guy Way- 
land, aged 60, former wholesale shoe 
merchant, died recently at St. Mary’s 
Hospital. Death was attributed to a 
heart attack. 
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revised edition of 
THE SHOE AND LEATHER 
LEXICON — the 14th — is 
available again! 


—~—e= \_) 
The latest 


This illustrated glossary of trade 
and technical terms serves a 
very useful purpose for it is filled 
with helpful information. It is a 
steady source for your daily ref- 
erence and your constant “tool 
of the trade.” 


The Shoe and Leather Lexicon 
75c per copy, prepaid 
BOOT and SHOE 


100 East 42nd Street 
RECORDER New York 17, N. Y. 








F. L. Doerr 


St. Lours—F rederick Lewis (Freddy) 
Doerr, 74, owner of the Frederick L. 
Doerr Shoe Co., a firm which operated 
at 1315 Washington Avenue from 1915 
to 1935 and then went out of business, 
died recently. He was associated with 
the Tobo Shoe Co. at the time of his 
death. 

The late Mr. Doerr was associated 
with the shoe business practically all 
of his life. As a school boy he worked 
for his father after school in the family 
shoe store in the old French Market of 
St. Louis, and later, after his father’s 
death, assisted his mother in its man- 
agement. He later was associated with 
the Rice & Hutchins Shoe Co. 

The deceased is survived by his 
widow, Mrs. Olga A. Doerr; a brother, 
Charles L. Doerr, and three sisters, 
Mrs. George A. Peters, Mrs. Hazel 
Painter and Mrs. Ruth Champion. 





William Weidmann 
BELLEVILLE, ILL—William Weid- 
mann, 91-year-old secretary-treasurer 
of the Belleville Shoe Manufacturing 
Co., died recently at his home here. 
Mr. Weidmann and J. B. Reis, the 
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Style No. 3880 


© White elk leather 
upper 

© Stitchdown 
struction 
Leather soles 
Silk tassels 
Sizes: 4 to 9 
Immediate deliv- 
ery 


con- 


IMMEDIATE DELIVERY 
Terms 2/10 N/30 


ARNOFF SHOE COMPANY 
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, RMERICA'S BEST KNOWE 


W.L. Douglas Shoe Co., Brockton 15. Mass 
New York Offices, 508-510 Marbridge Bldg 
New York 1, New York 
West Coast Offices, 401-402 Haas Bidg 
Los Angeles 14, California 
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concern’s president, founded the firm 
in 1904. One of the city’s largest indus- 
trial plants, it employs approximately 
300 persons. 

A native of Belleville, Mr. Weidmann 
was the last surviving member of the 
city’s Company A, a National Guard 
unit of former days. The deceased is 
survived by two sons, William C. Weid- 
mann, assistant secretary-treasurer of 
the company; Walter E. Weidmann, 
vice-president; a sister and two 
brothers. 


James M. McGivney 


BERLIN, N. H.—James M. McGivney, 
52, safety director for The Brown Co., 
manufacturers of shoe innersoles, died 
at Clinic Hospital recently following a 
short illness. 

He was a native of this city and 
joined the Brown organization in 1913. 


| He became safety director in 1931 and 


| Ann Sheley, 


held that position until his death, 
achieving an outstanding record in ac- 
cident prevention in Berlin’s largest 
industry. 

Survivors include his widow, Mrs. 
Helen McGivney; five sisters, Mrs. Fred- 
erick Murphy and Mrs. Leo Dupont of 
Berlin; Mrs. A. R. Purdy of Baldwin, 
Long Island, N. Y.; Mrs. Richard 
Suger of Rockville Center, Long Island, 


and Mrs. Trygve Christianson of Port- | 
land, Me., and four brothers, Gerald | 
McGivney of Fulton, N. Y.; John M. | 


McGivney of Galveston, Tex.; Ray- 
mond McGivney of New York City and 
Milton McGivney of Newark, N. J. 





Claude A. Carlat 


Kansas CiTy, Mo.—Claude A. Car- 
lat, 82, who was a shoe merchant sixty 


years, died September 5 at the Lakeside 


hospital as the result of injuries re- 
ceived when struck by an automobile. 

Mr. Carlat formerly was head of 
Carlat’s Booteries, 10 and 12 East 
Eleventh Street. Mr. Carlat retired 
from active business in 1936. 

He was born in Muscatine, Ia., and 
his parents brought him to Kansas City 
when he was six months old. 

Surviving are two daughters, Mrs. 
Dayton, O.; and Mrs. 
Catherine Sheley of Kansas City; a 
son, Claude Ridenour Carlat, St. Pe- 
tersburg, Fla.; two sisters and two 
brothers. 


Perry L. Cohn 


CuHicaco—Perry L. Cohn, who had 
been in the shoe business in Chicago for 
about 30 years, died September 6. 

At one time he represented the Smith- 
Wallace Shoe Company of Chicago, and 
later opened his own jobbing business 


here, known as the Lockett Shoe Co., | 


which he operated until he became ill 
11 years ago. He was 62 years old. 

A brother, Jack, and sister, 
Sarah Rimer, survive. 
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SMOOTH LEATHER UPPERS 


Non-Marking Flexible 
Rubber Sport Soles 


$2.00 


N/10 days 
F.O.B. N.Y. 






Brown Moccasin, Brown Wing Tip, 
Brown with Brown Alligator Saddle. 
Sizes 814-12; 1234-3 
iN STOCK IMMEDIATE DELIVERY 


Ben Marbach Footwear Co. 


107 West Broadway New York 13, N. ¥. 
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SMOOTH LEATHER UPPERS 


Non-Marking Rubber Soles 
and Heels 


$2.00 


N/10 days 
F.O.B. N. Y. 






Colors: BROWN or BLACK 
Sizes: 81/,-12; 121/,-3 
In Stock immediate Delivery 


Ben Marbach Footwear Co. 


107 West Broadway New York #3, N.Y. 
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@ Elk leather uppers 
Leather soles & heels 
Stitchdown construction 
Fully lined 
Sizes: 4 to 9 


$3.75 


Style 826 Brown 
827 Black 













Terms: 


2/10 N/30 
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xiG~ «WE SELL 130 
© BRANDED 9 
QUALITY SHOES 


BELOW CURRENT PRICES 


Quality Shoes we Since 1932 


Nationally Known for Surpluses from the 
Nation's Leading Manufacturers 


5; M.K. WEIL SHOE CO. = 


a While in Town See Weil 

S 1215 Washington Ave. ws) 

HARSA St.Louis 3M. | ESD 
Los Angeles Office—1005 Haas Bidg. 


New York Office — 855 Marbridge Bldg. 
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IN 1000 FINE STORES 
THROUGHOUT AMERICA 


«KING - 


SLIPPERS 
for MEN and WOMEN 


KING Slipper Mfg. Co. 


1160 WASHINGTON ST., BOSTON, MASS. 











About Shoe People 





James J. Kerr, who has retired after 
25 years of association with the United 
Shoe Machinery Corporation, was ten- 
dered a surprise testimonial dinner at 
Rochester, N. H., recently. Mr. Kerr 
joined USMC in its office in St. Louis, 
Mo., and later was transferred to Hav- 
erhill, Mass. He was next assigned to 
the Rochester office, and for the past 
three years had been engaged in in- 
structing younger men in that com- 
pany’s employ. 

am 7 7 

Harry W. Sage has purchased the 
Health Spot Shoe Store in Omaha, Neb. 
The store has been in operation for the 
past six years. 

* ” 

Blaine Tucker has been transferred 
from Price, Utah, to the J. C. Penney 
Co. store in Casper, Wyo., where he will 
be manager of the shoe department. 


* * * 


A new shoe store, Garrett’s Shoe 
Store, has opened business at Dublin, 
Ga., located on West Jackson Street. 
I. O. Garrett is owner and operator. 


~ bal >» 


Maurice Pierce, who recently opened 
up a shoe shop in the Shaffer Building, 
Seattle, Wash., reports that his mer- 
chandise has been well received. 


= » * 


Fenton Winans, owner of the Baxter 
chain of shoe stores, has added a Flor- 
sheim men’s department to his Tacoma, 
Wash., store. 

~ * * 

Cameo Shops, 123-125 W. Water 
Street, Elmira, N. Y., have leased the 
shoe department to Jack Rosenzweig, 
operating as the Morel Shoe Co. The 
department is on the street floor of the 
newly modernized store. Mr. Rosen- 
zweig carries women’s and children’s 
shoes from $2.98 to $10.98. 


* = = 


James Zingale, co-manager of the 
better shoe department at Gimbels, Mil- 
waukee, was married recently at St. 
Joseph’s Church in San Diego, Calif. 
After a honeymoon there, he returned 
with his bride to his Milwaukee home. 
He is back at his duties in the second 
floor department. 


ial sd = 


Maurice E. Ratner has eben appointed 
manager of the women’s shoe salon of 
the Bond clothing store in Cincinnati. 
He succeeds Archie Schulman, who was 
recently promoted to supervisor of 
Bond’s shoe salons. 

~ * = 


Fred Prague has succeeded Edward 
Lasher as manager of the Mary Jane 
Shoe Store in Elmira, N. Y. Mr. 
Prague was manager from 1941 to 
1944, when he was transferred to Phila- 
delphia. Mr. Lasher is now in Colum- 
bus, Ohio. 
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Smooth leather uppers 


Hard flexible 
leather sole. 
Box toe. 


Colors: 
Brown Blue 
Red Wine 


Cembinations 
blue & red 
blue & wine 
red & biue 
Cotton 
plaid 
linings 
Sizes: 5-8 

8'/2-12, 

12'/2-3 
Samples on 

request 
f.0.b. N.Y.C. 
met /10 


Bromley & Zwang Shoe Co. 


138 W. B’way, N. Y. C. 
BArclay 7-8166 


SHOE CLEANERS 
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SPEED-AX 
SUEDE BRUSH 















Combination 
Rubber Bristle 
and Sponge 
Rubber with 
Beautiful Colored 
Plastic Handles 


Packed | Doz. 
Assorted Colors 
In Display Carton 


tx ; 


Price—$1.75 doz.—$19.20 gross 
ORDER THRU JOBBER OR DIRECT FROM 


S&M CHEMICAL CO. 


2611 So. Indiana Ave., Chicago 16, Ill. 
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News of the SeleSmeM and Suppliers 


Additions to Tober-Saifer Sales Staff 





FRANK GOLD 


St. Louts—The appointments of Sam 
B. Wolf, Jr., as special representative 
for the Jolene and Orchid lines of shoes, 
and of Frank Gold as Southern Texas 
sales representative, have been an- 
nounced by Harold E. Tober, president 
of the Tober-Saifer Shoe Manufactur- 
ing Co., St. Louis. 

Well known in the shoe business, Mr. 
Wolf started his career with the Sam 
B. Wolf Sons Company in Cincinnati in 
1919, later becoming president of this 
company upon the death of his father. 

During the war, he accepted tempo- 
rary appointment in Washington with 


the State Department. For a short pe- . 


riod, he was later engaged in the export 
business. 

As a special representative of Tober- 
Saifer, he will have headquarters in 
Cineinnati and New York. His New 


SAM B. WOLF, JR. 


York sample room address has not yet 
been announced. 

Mr. Gold formerly covered the Mis- 
souri, Arkansas, Kentucky, Tennessee, 
Alabama and Mississippi territory for 
Thomasetti Shoes, Inc., St. Louis. Prior 
to that, he sold for Shu Styles, Inc., and 
Dubin Shoe Company, both of St. Louis. 
For seven years, he was a salesman 
with I. Miller, New York. 

He received early training in the re- 
tail shoe business with Goldsmith’s, 
Memphis, Tenn., under the direction of 
Reubin Stiefel, who, at that time, was 
the first president of the National Shoe 
Retailers’ Association. 

A native of Memphis, Tenn., Mr. Gold 
is well known among Southern shoe re- 
tailers. He expects to maintain head- 
quarters in Houston or Dallas, but un- 
til housing can be secured, will continue 
to live in St. Louis. 





Betty Mather Fashion 
Consultant for Prima 


COLUMBUS, OHIO—With the appoint- 
ment of Miss Betty Mather as fashion 
consultant, Prima, Inc., Columbus man- 
ufacturer, now offers its accounts an 
unusual sales promotion program. 

Miss Mather, who has had world-wide 
experience in the shoe and style fields, 
was previously associated with the 
Charles A. Stevens Company, Chicago, 
as bridal consultant, and The Patricia 
Stevens Model Agency, Chicago, as a 
model and fashion coordinator. Some 
of her former connections include: Ben- 
jamin Chaves Corporation, Quio, Ecua- 
dor, textile manufacturer; Associated 
Fabrics Corporation, Edinburgh, Scot- 
land; Renie, Rouen, France, and Le 
Trois Quarteries, Paris, France, both 
large department stores where she was 
associated with the modeling and sales 
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BETTY MATHER 


Latin American styles in the U. S. A. 
She has also worked with numerous ex- 


clusive women’s specialty shops in the 
U. S. on modeling and fashion presenta- 
tion techniques. 

Prima’s complete line will be pro- 
moted by Miss Mather. She will be 
available on a consulting basis to all 
Prima accounts where her experience in 
all phases of retail merchandising and 
sales promotion will be used in setting 
up complete programs for each store. 





Named Promotion Manager 
Of Charles A. Eaton Co. 


BROCKTON, Mass.—Dick M. Jones, 
well-known sales manager of the 
Charles A. Eaton Company of Brock- 





MARTIN BLONDELL 


ton, makers of Etonic First-in-Fit 
shoes, recently announced that Martin 
“Marty” Blondell has been made sales 
promotion manager for the company. 

Mr. Blondell joined the company in 
1945 as head of production control. 
Since then he has been responsible for 
the sales administration and stock con- 
trol departments. 

Previously, Mr. Blondell was associ- 
ated with Rusteraft Publishers, Inc., of 
Boston as purchasing agent. 





Jack Percy to Sell 


Brauer Bros. Line 


Los ANGELES, CALIF.—Jack Percy 
has been appointed to cover the states 
of Oregon, Washington, Montana, Utah, 
Idaho and Wyoming for Brauer Bros. 
Paradise line, as well as the new Para- 
dise Casuals. This is Mr. Percy’s first 
road job as he formerly was shoe buyer 
for Peterson, Harnard and Van Maur, 
of Davenport, Iowa. 

Fred V. Banister, who has been cov- 
ering the West Coast for Brauer Bros. 
with these same lines will confine his 
sales efforts to the states of California, 
Arizona and Nevada. 
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Father and Son Both Seli Shoes on Road 





Los Angeles, Cal_—Harry Berkowitz, shown on the right, has been in the shoe business for 
30 years. He was with The Broadway, here, for 18 years as buyer, and since 1935 has traveled 
the West Coast for Hannahson's Shoe Co., Huiskamp Bros. Co., and Knight Slipper Manutac- 
turing Corporation. He wos one of the original founders of the West Coast Shoe Travelers’ 
Associates. Al Berkowitz, on the left, broke into the shoe business when his father had a group 
of shoe stores. He is now covering California, Arizona and Nevada with the Dr. A. Posner line. 





Cover Girl on Tour 
For Sandler 


BostoN—A novel type of shoe pro- 
motion is under way this season in the 
form of a Sandler of Boston six-week 
tour being made by Miss June Ross, 
famous Conover “Cover Girl.” Miss 





JUNE ROSS 


Ross has appeared in many fashion 
advertisements and on the cover of sev- 
eral teen-age publications. She is one 
of the country’s top-flight young mod- 
els. 

Dressed exactly as she appears on 
the August cover of Calling All Girls 
on which she wears the Sandler Gad- 
get shoe, Miss Ross is traveling to key 
cities throughout the country. She is 
appearing in the shoe departments of 
various stores, where girls are invited 
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to meet her and discuss current fash- 
ions and other teen age news. She pre- 
sents each girl with an autographed 
copy of the Calling All Girls cover as 
a souvenir of her visit. To date. a few 
of Miss Ross’ stops include the J. L. 
Hudson Co., Detroit; Famous & Barr. 
St. Louis; F. & R. Lazarus, Columbus: 
John Shillito, Cincinnati; Marshall- 
Field, Chicago; Krupp & Tuffly, Hous- 
ton; Gimbels, Philadelphia; Kresge’s. 
Newark; Hecht Co., Washington. D.C.: 
and Jordan Marsh, Boston. 

Miss Ross is also participating in 
style shows arranged, by the stores to 
coincide with her Sandler tour. 


Michigan Shoe Fair Dates Set 


DetTroIT—Iates for the annual Michi- 
gan Shoe Fair have been set by the 
directors of the Michigan Shoe Travel- 
ers Club which will sponsor this event. 
They will be October 31 to November 2. 
This has been timed to follow the Na- 
tional Shoe Fair in Chicago, giving ex- 
hibitors a chance to get in for the 
opening of the Michigan show. 

Curtis W. Johns, president of the 
Travelers, appointed two co-chairmen 
for the Fair—George H. Lawson and 
Samuel S. Weiss, both of whom are 
former presidents of the association. 

A late morning breakfast at the 
Hotel Fort Shelby on Sunday, spon- 
sored by The Detroit News will open 
the show. This will be followed on Mon- 
day by a luncheon at the Hotel Statler. 

Exhibit rooms will be centered in the 
Hotel Statler for the four days of the 
Fair. 





Katz Acting President 
Of PSTA 


PITTSBURGH, Pa.—Max UH. Katz. 
member of the sales staff of M. J. Saks 
Shoe Corporation of New York, has 
been named acting president of the 
Pennsylvania Shoe Travelers Associa- 
tion and will serve in that capacity un- 
til the annual election which is usually 
held the last Saturday in December. 

Mr. Katz succeeds Harry Harris, for- 
mer president, whose headquarters have 
been moved to Philadelphia following 
his appointment to a new territory by 
Cortell Shoe Co., Inc., as noted in Boot 
AND SHOF RECORDER, issue of Sept. 15. 





Harry Butler Joins 
Vocational Footwear 


LUTESVILLE, Mo.—Homer P. Deevers, 
of Vocational Footwear, Inc., announces 
that he is being joined in the manage- 
ment of the company by Harry Butler, 
who, in addition to being a member of 
the board of directors, will be in charge 
of sales. 

Mr. Butler grew up in the shoe busi- 
ness and received his early training 
with the old J. K. Orr Shoe Company 
in Atlanta, Ga. For the last eight years 
he has served as divisional manager of 
the Edgewood Shoe Company, Division 





HARRY BUTLER 


of General Shoe Corporation. Nashville, 
Tenn. 

Vocational Footwear, Inc., has been 
operating for approximately two years 
in a new plant and has a present capac- 
ity of 2000 pairs daily of vocational type 
shoes—sport welts and casuals for teen- 
age girls and for women. An expansion 
program has been planned. 





J. C. Huddleston Convalescing 


NoRFOLK, NEBR. —J. C. Huddleston, 
who has traveled for Friedman-Shelby 
Shoe Company, of St. Louis, Mo., for 
the past 27 years, is recovering from an 
illness, at his home in Norfolk. 

He has covered South Dakota, Ne- 
braska and parts of Kansas, where his 
many friends will be pleased to learn 
that he is improving as rapidly as can 
be expected. 
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No. 6052 

Brown Elk Booi 
non-scuff tip 
with wedge hee! 
BCD 8'/2 to 12 


No. 6073 

same; with 

rubber heel 

wCD 124 to 3 

Right and Left Quarter Patterns for 
veiter Ankle fit. Write for descriptive 
price list, and availability of franchise. 


Manufacturers of Bavers Foot Trainers 
Write for Complete Intormation 


MORGAN STREET CHICAGO 
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BARIS SELLS 


Quality Shoes from Surplus 
Merchendise. Better for Less 
BARIS SHOE CO., Inc. 
WOrth 2-5180-1 
70-81 Reode St.. New York 7, N. Y. 
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RHINESTONES 
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Rhinestone Side Bow 


Imported crystal stones 


IMMEDIATE DELIVERY 
Fastest selling Buckle 
retailing ot a “DOLLAR” 


Rhinestone Creations 
751 N. 39th St. Phila, Pa 








Dunbar to Instruct 
Students in Shoe Design 


St. Louts—Future shoe designers of 
Washington University’s Fine Arts 
School will obtain the benefits of two 
generations of shoe design experience 





JOHN H. DUNBAR 


this Fall, when John H. Dunbar takes 
over as instructor. 

Mr. Dunbar learned the rudiments of 
shoe design from his father, the late 
A. T. Dunbar, in Boston before World 
War I, when the elder Dunbar headed 
a style service for New England manu- 
facturers which also included a clientele 
of 35 European producers. President 
of the Dunbar Pattern Co., a firm which 
he established in St. Louis in 1926, Mr. 
Dunbar has trained many shoe de- 
signers. 

In the early twenties, before coming 
to St. Louis, Mr. Dunbar was the first 
man ever to engage a woman designer, 
Bertha Cohen, who later established her 
own service known as Berte. Since that 
time, both in New York and St. Louis, 
many designers now prominent in the 
shoe industry, have obtained their early 
training from John Dunbar. They are: 
John Walsh, designer and president of 
San Loo, Inc.; Jennie Bolatto, designer 
of Rhythm Step shoes: Tom Gorgas, 
Paradise shoes; Evins of I. Miller; Eli- 
nor Bohle, designer and fashion coordi- 
nator for Penaljo shoes; and Russell 
Ward, International Shoe Co. designer. 

In taking over as instructor of the 
course at Washington University, es- 
tablished on an experimental basis two 
years ago, Mr. Dunbar will follow 
closely the policy laid down by Hugh 
Crull, stylist at International Shoe Co.., 
who directed the course during the first 
two years. 

“T am extremely impressed with the 
splendid curriculum which has been ini- 
tiated,” Mr. Dunbar said, “and the 
competent manner in which Mr. Crull 
compressed into this two-year course in- 
formation and training which would 
normally require years of experience 
for a young designer to acquire. The 
policy already followed, of integrating 
basic principles of salability with the 
ingredients of fine design, will be main- 
tained. 
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Black Smooth Leather Uppers 
No. 196 


American Welts, Pat- 
ented Molded Suction 
Sole. Pro Model. Leo- 
ther Insole. Leather 
Sock Lining. Cookie 
Cushion Heel and Arch. 
Leather Counter Pack- 
et. Felt Tongue Lining 
Reinforced Webbing. 





Ventilated Eyelets. 

Bross Eyelet. Heavy 
SEND FOR Yellow Laces 
ILLUSTRATED Sizes 6/2 te i2 
CATALOG 


$4.60 


ARNOFF SHOE COMPANY 
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WOMEN'S BOOTEES 





Registered 
Pat. No. D-144,596 





@SHU-TECS are scientifically designed booties 
worn INSIDE WOMEN’S GALOSHES and 
BOOTS. They protect women’s shoes from 
matting, scuffing and abrasion. They protect 
hosiery from dirt and runs. 





Individually, Smartiy Packaged. 

$5.75 per doz. Terms 2/10 * Retail 79¢ per pair 
SHU-TECS COMPANY 

509 FIFTH AVENUE - NEW YORK 17 


=> Please send me ( ) doz. SHU-TECS 
TAN DO NAVY J RED ( 





- One dozen solid color to the box 


Packed in assorted sizes— Small, Medium, Large 


ee 


EDUCATIONAL 
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FOOT SURGERY 
AND CHIROPODY 


APPROVED FOR VETERANS 


Write for Bulletin AT 
NORTHWESTERN INSTITUTE OF 
FOOT SURGERY & CHIROPODY 

185 No. Wabosh Ave., Chicago 1, ffl. 
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CHILDREN'S SHOES 
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STURDYWALK 


NO. 140 IN STOCK 
LITTLE CHARMER 


$1.80 


CONTRASTING 
COLORS 






Red & Blue 
Blue & Red 
Wine & Blue 
ALL LEATHER 
Hard Flexible Soles 
Zipper Front 


Leather Uppers 
Leather Collar 
Cotton Plaid Lining 


Sizes: 5-8, 8'/2-12, 12!/2-3 
Samples on request 
Terms 2% 10 days, Net 30 
Bromley & Zwang Shoe Co. 


138 W. Bway, N. Y. C. 
BArclay 7-8166 
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WORK SHOES 
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Men’s Popular Priced Work Shoes 
and 
Men's Steel Toe Safety Shoes 
Union Made 


GOODWILL SHOE COMPANY 


Holliston, Massochusetts 
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PRICE TICKETS 
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PRICE TICKETS bring sales! 


Many Colors—109 prices to choose from 
WRITE FOR FREE SAMPLES 
MERCHANT'S SERVICE DEPT. C 


BOOT AND SHOE RECORDER 


209 So. STATE ST. CHICAGO 4 














Plastic “Rubbers” for 


Children on Market 


New YorK—The Bakelite Corpora- 
tion, manufacturers of Vinylite plastic, 
announce the introduction of a line of 
children’s “rubbers” of this well-known 





Plastic “rubbers” for children a new 
development. 


plastic, made in gay colors, red, green, 
blue and white. They are being made 
by Plasti Industries, of Winona, Minn. 
For this new protective footwear it 
is claimed that they are so flexible and 
light that they can be slipped into 
pocket or school bag and are sturdy 
enough to withstand hard scuffing. 
Later, it is said, a line of the same type 
will be made in women’s sizes, in colors 
to harmonize with stormy day outfits. 





Amity Appoints New 
Vice President 


West BEND, Wis.—Amity Leather 
Products Company, West Bend, Wis., 
announces the appointment of Thomas 





THOMAS J. ROLFS 


J. Rolfs as vice-president in the sales 
and sales promotion departments. 

Mr. Rolfs has spent the past three 
years in an active management capac- 
ity both in production and sales. He is 
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MEN'S BROWN KID ROMEOS 


leather insole, heavy 
heel. 





Leother lined quarter, 
leather outsole, brown rubber 


$2.15 


per pair, 
Net 10 Days. 






No. 510, Sizes 6 
to 13, 36 pairs 
te a case. IN 
STOCK NOW! 


No. 515. All leather lined Romeo @ $3.10 per pair. 


MEN'S BROWN KID EVERETTS 


Fully leother lined, soft brown kid upper, 
leather sole, leather sock lining, compo con- 
struction, brown rubber heel. 


$3.10 


per pair. 
Net 10 days. 








No. 507, Sizes 7 
te 12, 36 pairs 
to a case. IN 
STOCK NOW! 


SAMPLES UPON REQUEST. 





Wo 


Milwaukee 2, Wis. 


AVE © 





785 N. Woter St. 








a graduate of Notre Dame, served three 
and one-half years in the United States 
Army and is a son of the president and 
founder, Robert H. Rolfs. 





Metallic Finish Fabric 
Is Introduced 


BROOKLYN, N. Y.—That the vogue 
for metallic finishes is swiftly taking 
hold in volume lines is evidenced by the 
debut of Fabulon, new coated material 
launched by Acme Backing Corporation 
of Brooklyn. This innovation is the re- 
sult of many months of experimentation 
and testing after Acme’s earlier ex- 
ploitation of gold and silver cloths in 
the previous seasons. 

Fabulon is said to have a body 
strength which meets requirements for 
use in shoes, bags, belts and other ac- 
cessories. Greatest current interest cen- 
ters on bronze, gunmetal and gold, 
while some iridescent jewel tones are 
favored for formal and boudoir foot- 
wear, and also purse-carryalls. 


Boot and Shoe Recorder 











A / 






Today’s Shoe Salesman 


PRIMIEX 


your é 


SALESMEN WANTED 


MANUFACTURER with over 
fifty years of experience in men’s 
welt shoes featuring kangaroo and 
4 kidskin constructions along with 
4 young men’s styles, has openings 
j in following territories 






NEW YORK STATE 


PENNSYLVANIA 
VIRGINIA 
PRIMEX with many new WEST VIRGINIA 
improvements is designed for two purposes—to assure WISCONSIN 
foot health and to increase and speed up shoe sales. 
New X-Ray mechanism including 3-ray penetration MINNESOTA 
for every foot thickness plus innovations in the cabinet ILLINOIS 
itself—lower step, wider platform, compact size to CALIFORNIA 


save valuable floor space and new, modern style and 
beauty- make PRIMEX your most effective sales help. 
Shoe dealers everywhere say there is no comparison. 


For full particulars write 


PRUE 23 


J. W. CARTER CO. 


Nashville 1, Tennessee 


135 So. La Salle Street Attention: H. N. Wilkinson 


Chicago 3, Illinois 














BS-10A 
M. E. Brink to Sell Porteous Associates, public relations lanta, Ga. Both stores are R. H. Macy 
firm for the shoe industry, announces Co. affiliates. 





Edgewood Line 


NASHVILLE, TENN.—The Edgewood 


its move to the 75th floor of the Em- 


pire State Building. In making the Made Assistant to 





division of General Shoe Corporation of 
Nashville announces the appointment of 





M. E. BRINK 


M. E. “Bobb” Brink as a new salesman 
for that division, to cover New York 
state and New Hampshire. 

He will handle Friendly sports and 
Edgewood oxfords. Mr. Brink was for- 
merly with the Phyliss Shoe Company. 





Move To Larger Offices 


New York.—The Harriett Couplin 


October |, 1948 


announcement, Mrs. Porteous, head of 
the firm, said that the rapid growth of 
the organization and the enlarged staff 
made larger quarters mandatory. 

The firm was previously located in 
the Marbridge Building at 47 West 
34th Street, New York City. 





Ed White Junior Shoe Co. 
Opens New Sales Office 


St. Lovis—The Ed White Junior 
Shoe Co., has opened a new sales office 
and sample room in downtown St. Louis 
at 1307142 Washington Ave. 

With 40,000 square feet of floor space 
in its new factory at Paragould, Ark., 
now under full production the company 
has closed down its factory in South St. 
Louis. 

They are making a line of children’s 
and infants’ shoes known as Happy Go 
Luckys. 


Shoe Executive Transferred 


TOLEDO, O.—Anthony Taravella, who 
has been with Lasalle & Koch Co., To- 
ledo, for many years, and has been 
manager of all the shoe departments 
in that store, has been transferred to 
a similar post with Davison-Paxon, At- 


Hamilton Shoe Head 


St. Lovurs—Hamilton Shoe Co. has 
announced the appointment of Miss 
“Bea” Beste as an assistant to C. D. P. 
Hamilton III, president. 

Miss Beste was with the Milius Shoe 
Co. for 16 years as secretary and assis- 
tant to William J. Milius. 





MISS BEA BESTE 


Well known in the shoe industry, Miss 
Beste also was credit manager at Milius 
for 14 years. 
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SKI BOOTS 


Ore 8 ere me ee ee 


PROFESSIONALLY STYLED 





"ASCO" Presents 
full line of 
quality 
SKI-BOOTS 


from 
$4.70 
and up 


MEN'S SIZES 6!/2-12 
Send for Catalog 


LADIES’ SIZES 3-9 
2/10 N/30 


ARNOFF SHOE COMPANY 








SHOE ORNAMENTS 








GLAMORIZERS 


Ace Bows, Inc. 





Genuine Cut Steel Bead Center trimmed in black or 
brown : . brown, navy, green calf; bronze 
or gunmeta! kid. Center can also be had in JET, 
BRONZE or GOLD beacs. 

$6.00 per dos. 2/10/Net 30 Min. order—one 
dozen pair. Samples sent on request. 


ACE BOWS, INC. 


212-20th Street Brooklyn 32, N. Y. 














Represents Spalsbury-Steis 

St. Louis—Dallas Neeley has been 
appointed Southeastern representative 
for the Spalsbury-Steis Shoe Company. 

Prior to joining the Spalsbury-Steis 
sales staff, Mr. Neeley was with Fa- 
mous-Barr Company for 11 years as 
manager and buyer for the Sorority 
Shop; and for three years as manager 
of the Adrienne Shoe Store. 
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New Square Toe Last 
Is Introduced 


NEw YORK—A new kind of square 
toe last has been introduced recently 
in two leading department stores here. 
Designed to give a tapered look with- 
out sacrificing the comfort and toe 
room that have been found in the foot 
eontour lasts in vogue so long, it will 
satisfy the need of women who have not 
been able to wear the new extremely 
narrow toe but who want the feeling of 
elegance which it gives. It is not ex- 
pected that this new last will, in any 
way, lessen the demand for the foot 


contour last which is slated to be used 
in sandals and extremely open shoes 
late next Spring and Summer. 

New lasts, such as the one illustrated 
here, and the new developments in san- 
dal lasts, with their diverse shapes, 
in apparel 


reflect the trend styles, 





Last designed and made by the Sterling Last 

Corp., suggested by Ruth Kerr of the Call 

Leather Tanners’ Group and adapted by the 
Julianellis and by Grossman's Shoes. 


which show directly opposite silhou- 
ettes. These include the simple, bare 
skirt, the bell silhouette and the jutting 
and jagged lines. There are soft curves 
and abrupt outlines; very slim silhou- 
ettes and extremely full ones. This 
square-toed last is directly related to 
the four epochs of fashion which will 
strongly influence coming Spring styles: 
Watteau, Directoire, Early Victorian 
or Louis Philippe, and the 1870’s or 
“Little Women” periods. New heels, 
all Louis in character, are being de- 
signed to conform to the contours of 
these new lasts. 


Westenborg to Sell 
Monogram Line 


St. Louis—Archie Bregman, presi- 
dent of Monogram Footwear, Inc., has 
announced the appointment of Arthur 
Westenborg as a salesman to represent 








MENS KID LEATHER OPERAS 


Fully leather lined, leather sock lining, leather 
outsole, compo construction. 


$3.10 


Per Pair 
Net 10 Days 







No. 50! Brown Kid Opera 
No. 502 Black Kid Opera 
No. 503 Wine Kid Opera 
No. 505 Burgundy & Black Combination Am- 
bassador 
Sizes 7 to 12, 36 pairs to a case. 
IN STOCK NOW! 


$3.10 


Per Pair 
Net 10 Days 


No. 505 

















the firm in Wisconsin, Minnesota, Iowa. 
North Dakota, Nebraska, Kansas and 





ARTHUR WESTENBORG 


Missouri. Mr. Westenborg has had an 
extensive background in shoe merehan- 
dising and retailing. 
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SALESMEN WANTED 


SALESMEN WANTED 


SALESMAN WANTED 











e You like variety in your daily work instead 


of routine. 


own work. 


ances — to see new places. 


e You like to be on your own — plan your 
e You like to travel — to make new acquaint- 


e You prefer a position where earnings can be 
increased in proportion to effort put forth. 


e You are willing to work HARD. 


Then you would like what one of the oldest Manufacturers of Rubber and 
Fabric Footwear has to offer young men between the ages of 25 and 35 
years of age with retail footwear experience as traveling sales representa- 


tives. Write in confidence to: 


Address 717, care Boot & Shoe Recorder, 100 East 42nd Street, N. Y., N. Y. 











SALESMEN 


Established manufacturer of com- 
plete quality line of rubber and can- 
vas footwear and fabric casuals will 
require additional sales representatives 
in South, Southeast and Middle West. 
An excellent sales opportunity for 
younger men who have had some pre- 
vious experience in wholesale or retail 
sales. Please write full details regard- 
ing yourself. 


All correspondence confidential. 


Address 782, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 


SALESMAN 


ationally known qual- 
3 twear in state of 
Ohio. Salary arrangement. Prefer man 
with rubber or leather footwear experience. Give 
complete background of experience. 


Address 786, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 




















SALESMEN WANTED 


Managers and assistant managers 
for chain, operating popular and 
medium-priced family shoe stores in 
the Mid-West, who are willing to be 
located anywhere in the chain. Good 
salary and bonus arrangement. 
State all references and give full 
personal qualifications in first letter. 
All replies confidential. 


Address 788, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 








Shoe Salesmen 


who can 


Handle Extra Lines 


If your house permits you to handle 
extra lines, here's an opportunity to 
increase your income through the lib- 
eral commissions earned on the sale 
of Fairy Shoe and Hosiery Forms to 
your regular accounts. 

Fairy Forms have been the standard 
in the trode for 25 years. Their rec- 
ord is proved by sales experience in 
thousands of stores throughout the 
country. A strong acceptance and 
many easily demonstrated sales ad- 
vantages make them easy to sell. 


For complete information, write to 
Owen W. Comstock, Sales Manager 
SHOE FORM CO., INC., Auburn, N. Y. 








TWO SALESMEN 
WANTED 


1.—Western Penn., Ohio 
and surroundings centering 
around Pittsburgh 


2.—Rocky Mountain States 


By Prominent Penn. Mfgr. of unuszal 
Goodyear Welt Sport Type Shoes, for 
the Girls and Young Ladies Trade. 


Present Sales Force consistently sells 
entire production, because this is a 
line of outstanding value in the mid- 
dle priced field. For the coming 
Spring Season we can increase our 
production to accommodate two ad- 
ditional sales representatives. This 
is an exceptionally strong line for 
good Family Shoe and Department 
Stores. 


Write us complete details including 
age, experience, past earnings and 
anything else you think we should 
know. All letters will be held in 
strict confidence. 


Address 792, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











LAY SHOES AND SLIPPERS MANU- 

FACTURER with Large Modern Plant 
making California Style Shoes and Slippers re 
tailing $2 to $5 has all territories open for 
High Type Salesmen able to produce large vol- 
ume sales among Department Stores, 
Chain and large users in his territory. Com- 
mission and drawing. State experience, refer- 
ences and territory desired. RICHARD 
GREENE SHOE CO., 75 


751 Broadway, New 
York 


SALESMEN—WOMEN’S SHOES 


SOUTHEASTERN U. S. A. also CENTRAL 
STATES INCLUDING CHICAGO 
Wanted—By leading Manufacturer in East, 
aggressive ith good experience 
and big following among best Retail and 
Department Stores: one for the Southeastern 
section and the other for the Central States. 
Strong line of novelty shoes retailing $7.95 
and up. Send detailed letter of qualificas 

tions stating fully all experience fo 
Address 794, care BOOT & SHOE RECORDER 
100 East 42nd Street. New York 17, N. Y. 























vertising except for regular advertisers on contract. 


lhe rate for all displayed or boxed in classified advertisements is $10.00 an inch with a maximum of 46 words per inch. 


I= Advertisements for this page must be in our New York Office 10 days preceding publication date “= 


CLASSIFIED ADVERTISING RATES 


‘The rate for undisplayed classified advertising is 12 cents a word under any of our classified headings. When a box 
number is desired, addressed to any of our offices, 12 words must be added for this and charged at the word rate. If 
advertiser’s own name and address is used, count each word (street number is one word) at word rate. Classified adver- 
tising is payable in advance. Send check or money order with your copy. No accounts are opened for classified ad- 
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SALESMEN WANTED 


BUSINESS OPPORTUNITIES 


BUSINESS OPPORTUNITIES 











SALESMEN FOR 
NATIONALLY ADVERTISED 
CASUAL AND SPORT 
TYPE SHOES 


Open Territories: 
1. Texas, Oklahoma, New 
Mexico 


2. Arkansas, Mississippi, 
Tennessee 


. Missouri, Kansas, Nebraska, 
lowa 


Georgia, Alabama, Florida 
Virginia, North Carolina, 
South Carolina 
6. Washington, Oregon, 
Montana, Idaho 
7. Colorado, Wyoming, Utah 


Address 657, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 


w 


> 











HI-STYLE SPORT OX- 
Ankle traps, etc. and Casuals. 
Medium Price Line. Commission basis. Draw- 
ing account will be paid when worth is proven. 
Address #723, care Boot & — Recorder, 100 
East 42nd Street, New York, N. Y. 


WOMEN'S 
FORDS, 





GOOD SHOE 
REPRESENTATIVES 
WANTED 


One of the Largest concerns 
manufacturing California Casuals 
has representative openings in: 
Delaware, Kentucky, Virginia, 
West Virginia, Washington, 
D.C., North Carolina, South Car- 
olina, Kansas, Misouri, and Ne- 
braska. 


Wonderful proposition. Commis- 
sion basis. Should have Show- 
room or office, or be in a position 
to obtain same. Outstanding op- 
portunity for experienced, ag- 
gressive, live-wire salesman. 
When applying, state full par- 
ticulars. 


Acdress Box 672, care BOOT & — a 
100 East 42nd Street, New York 17, 











ALESMEN—one for Indiana—another for 

Iowa and Nebraska—and another for the 
State of Michigan to sell Fast Styled Women’s 
In-Stock Fashion Footwear. Line sold in these 
territories more than twenty-five years and well 
established. This offers a fine opportunity to 
salesmen who want a money making and perma- 
nent connection. Need salesmen with shoe ex- 
perience, etc. Address SHU-STILES, INC., 
1214 Washington Ave., St, Louis 3, Mo. 





WANTED: Salesmen with good following to 
carry a line of Women’s high grade casual 
shoes to retail for $6.95 and $7.95, commission 
basis, Address 2778, care Boot & Shoe Re- 
corder, 100 East 42nd Street, New York 17, 
x. Y 





SHOE SALESMAN WANTED—Product— 
Women’s, Men's and Boys’ Sport Welts. 
Territory—Ohio, Michigan, Indiana, Illinois, 
Wisconsin, Minnesota, Missouri, Iowa. To 
carry our line exclusively. Write letter stating 
qualifications, record and references to F. ¥ 
Boyd, Sales Mgr., B. A. Corbin & Son Co., 
Marlboro, Mass. 
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BUSINESS OPPORTUNITY 


Are you an executive-type salesman—a man who knows 
both retail and factory aspects of styling and merchandising 
high-quality Women’s shoes? A leading midwestern Manu- 
facturer of fine branded Women’s Shoes now offers a very 
attractive opening for such a man. Write—telling us why 
you are the man who will make the most of this unusual 
opportunity for earnings and personal progress. 


ADDRESS 759, CARE BOOT & SHOE RECORDER 
100 EAST 42nd STREET, NEW YORK 17, N. Y. 











CU STOM SHOE UPPER MAKER, Expert 
Orthopedic, Men’s, Ladies’ fancy, Model 
cutting, Pull-overs. Mail orders promptly 
filled. Selection includes imported leathers. Ay 
Gross, 310 East 80th St., New York City 2 

REgent 4-7058. 


SALESMEN WANTED 


ALESMAN wanted for Maryland and vi- 

cinity territory. Women’s $7 and $8 retailers 
in stock and make up. Experience in this price 
grade essential. Address care Boot 
Shoe Recorder, 100 East New 
York 27, N.Y. 


WANTED: Shoe Salesman, Output: Twenty- 
five cases a day. California Process Wedgies 
and regular heels. Popular Prices. Territory : 
Anywhere in the U.S.A. Fobern Shoe Co., Inc., 
108 Washington St., Haverhill, Mass. 


SIDE LINE SALESMEN FOR SOUTHERN 
STATES, MIDWESTERN. TERRITORY, 
TEXAS and NEW ENGLAND STATES. 
Our is a line o f children’s and misses’ two-sole 
and three-sole stitchdowns, carried in stock. 
Popular priced. Write giving your sales back- 
ground and references. Address #787, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 


ATIENTION: PLAY SHOE SALESMEN, 
FINDINGS JOBBERS & DIS 
HOUSES. YOUR COMMISSION IS $83. 00 
DOZ. ON OUR WOMEN’S SHOE FORMS. 
Here’s an easy way to incrase your earnings 
by carrying only 3 samples of nationally ad- 
vertised forms that sell themselves. ONCE 
DELIVERIES. Address #771, om "Gan & 
Shoe Recorder, 100 East 42nd Street New 
York 17, N. Y. 


ERE’S A BRANDED LINE OF FAST 

SELLING INFANTS’ PREWELTS IN 
THE POPULAR PRICE FIELD THAT AS- 
SURES REGULAR REORDERS. SIX SAM- 
PLES THAT FIT IN YOUR COAT 
POCKET. IN STOCK. 7% COMMISSIONS. 
Address #770, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 








#7747, 


42nd Street, 























SIDE LINE SALESMEN WTD. 


ALESMAN with a following to carry a line 

of men’s fine dress shoes, slippers, and work 
shoes, at popular prices. 5% Commission Basis 
For New York, New Jereey, Pennsylvania and 
Maryland states, Address #785, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York i7, WK. ¥. 


FOR SALE 


F OR SALE: WELL ESTABLISHED FAM- 
_ ILY SHOE STORE, Located in Northern 
New Mexico in town of 16,000 population; 
Low rent and Long Term Lease. Annual Sales 











75,000. Reason for Sale is because owner_is 
interested in another business elsewhere. For 
further details and information refer to: Box 


+735, care of Boot & Shoe Recorder, 100 East 
2nd Street, New York 17, N. Y. 





S HOE IMPREGNITE WATERPROOFING 
COMPOUND, Only $1.25 Case of 50 8-oz. 
cans, Minimum Lot 10 Cases, FOB New Cum- 
berland, Pa. Single Trial Case $2.00, Vermont, 
C. R. McMANUS, Cuttingsville, Vt. 





MODERN FAMILY SHOE 

STORE in San Fernando Valley near Los 
Angeles. Good store for 1 man or husband and 
wife, no competition. 14 x 50 Rent $100. 4 rr. 
lease $4500 cash for complete fixtures. Branded 
lines. Stock optional. Address #780, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 


OVELY 





Fall dress shoes— 
patents and calf— 

heels—nationally 
sacrifice for 
Okun's 


Ter 400 pairs ladies’ 
i Ends—suedes, 






and low 
known brands—all saleable—will 
quick clearance—make me an offer. 
Shoe Store, Clarksdale, Mississippi. 


edium 





chair 
L AU DERD ALE 
Fila. 


“ gy theatre type 
l all or part. 
SHC E STORE. Fort Lauderdale, 





SIDE LINE SALESMAN WTD. 








NYLON HOSIERY 


Manufacturer of fine quality, highly competi- 
tive, complete line of ladies Nylon hosiery, 
seeks livewire salesmen calling on ladies shoe 
ns Highly profitable, big volume, repeat 
sideline. 


Address Box 781, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











ANUFACTURER OF METAL, RHINE- 

STONE AND CUT STEEL SHOE 
BOWS desires salesmen calling on Ladies’ 
Shoe Trade, to carry on small tray of terrific 
Metal Ornaments, RHINESTONE CREA- 
TIONS, 751 No, 39th Street, Philadelphia 4, Pa. 





SHOE DEPT. FOR LEASE 





WOMEN'S and children’s shoe store, salon 
type. Vicinity San Diego, Calif., population 
12,000, good lease. Address #789, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 


York 17, N. Y 








Buy Savings Bonds 





Boot and Shoe Recorder 














HELP WANTED 








SALES MANAGER 


Well-established wholesale shoe dis- 
tributor of general line has unusual 
opportunity for dynamic Sales Mxi- 
ager with organized sales force or 
ability and contacts to build one. 


Splendid future. Proposition is clean 
cut and well worth while for top 
flight man. 

Offering immediate earning possibili- 
ties of $12,000 per year. Right man 
can build it to $25,000 or better in 
one year. 

Present sales staff is familiar with 
our expansion plan. 


FULL PARTICULARS IN FIRST LETTER, PLEASE! 


POWELL & CAMPBELL, INC. 
122 Duane Street New York, N. Y. 











WAREHOUSE Superintendent: Large mid- 

western manufacturer wants experienced man 
to superintend operations of Warehouse and 
Receiving and Stores for plant shipping volume 
of five million dollars finished goods per month, 
State age, experience, qualifications and salary 
desired in letter of application. Address #796, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 





S ALES Agent wanted to take complete charge 

of office for women’s California Play shoes, 
evening slippers, and bedroom slippers. Ca- 
pacity 2,000 pairs daily. In business over 30 
years. Excellent opportunity for a good man. 
Address #772, care Boot & Shoe Recorder, 190 
East 42nd Street, New York 17, N. Y. 





LENTY EXTRA MONEY NOW. For ex- 

perienced Shoe Fitters. Take orders for 
Custom arch supports, made of cushion cork, 
and leather, to individual measurements, Send 
shoe size and $2.00 for sample pair. Scientific 
foot charts furnished. Long Profits. 
MASTEN’S, Box 702, Winston-Salem, N. C. 





LINE WANTED 








STRONG LINE WANTED 
Experienced sales representative is moving home 
and headquarters to Los Angeles and is desirous of 
securing a strong line of women’s casuals or moc- 
casin type shoes. No expense advances required as 
he is financially able to handle his own expenses. 
Both sample room and travelling. Best of references 
furaished. 


Address Box 784, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











EXPERIENCED salesman, with large fol- 
lowing, open for good line, for Boston and 
New England. Address #773, care Boot & Shoe 
ai 100 East 42nd Street, New York 17, 





EXPERIENCED shoe man planning on open- 

office in Detroit, would like following lines 
for Michigan and Ohio:—Women’s medium 
priced style and staple shoes (stock shoes pre- 
ferred): Women’s and Children’s casuals and 
slippers; Children’s shoes, including barefoot 
sandals; also Rubber Footwear. Address #779, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 





N outstanding Pacific Coast Salesman with 

a vast acquaintance and personal accounts 
is desirous in procuring factory specialty lines 
not over fifteen samples on commission basis. 
Address #790, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 


October |, 1948 








LINE WANTED 


WANTED TO PURCHASE 





ALESMAN, CHILDREN’S WOMEN’S, 
GROWING GIRLS’ FACTORY LINES 


only. 14 Years’ experience selling better Stores. 
Small Chains; Very well known; strong follow- 
ing; A-1 Credentials Greater New York area, 
Long Island, New Jersey. Address $774, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 


AVAILABLE November Ist. SALES MAN- 
AGER specializing in Women’s Arch & 
Casual Types with long record of $500,000 
personal yearly sales to Chains, Dept. and Job- 
bing accounts. Will consider straight commis- 
sion basis with a responsible pasty with com- 
petitive product. Address #776, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 


S ALESMAN, 34 YEARS OLD; Single; Six- 
teen Years’ Experience selling Children’s 
Shoes to Volume Buyers, Chain, Mail Order 
Wholesale Houses, North, South and Midwest. 
Interested in Representing Well Estab'ished 
Manufacturer. Address #738, care Boot & Shoe 
a 100 East 42nd Street, New York 17, 
N.Y. 


WEST Coast Salesman desires factory line 
Men’s and Boys’ welts popular priced. Es- 
tablished reliab'e accounts. Permanent display 
room Haas Building, Los Angeles. Can ar- 
range meeting at Chicago Show. Factory ref- 
erences available. Address #791, care Boot 
Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y¥. 


UCCESSFUL SALESMAN WITH GOOD 

FOLLOWING wants new connections with 
manufacturers fcr either New York City, plus 
300 mile radius, or Southeastern States. Ad- 
dress #793, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y 


WANTED TO PURCHASE 


Witt pay cash for Family Shoe Store doing 
$70-$100,000 year business Metropolitan Chi- 
cago or nearby town. Address #795, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 


























WE BUY 
SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 
FOR CASH 
SHORT LEASES ASSUMED 


YOUR NAME AND BRAND 
PROTECTED 


IRVIN RUBIN, INC. 
“The House of Jobs” 
89 READE STREET 


New York City 
Phone BARCLAY 7-7887 








GET TOP VALUE 


In Selling Your 


e SURPLUS STOCKS or 
e COMPLETE STORE 


CAMITTA SHOE CO. 


120 NO. 4th ST. PHILADELPHIA 6, PA. 
Phone Lombard 3-2062 








TOP DOLLAR! 


FOR YOUR ODDS AND ENDS, CLOSEOUTS 
OR COMPLETE STOCKS 


EDDY SHOE COMPANY 
ALWAYS RELIABLE 
132 No. 4th St. Phile. 6, Pa. 
Phone: LO 3-9533 




















WILL PAY CASH 


For Stock, Stores, and Leases, Penn- 
sylvania, New Jersey, Maryland or 
Delaware. 


Address Box 148, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











WILL BUY CLOSE OUTS AND 
COMPLETE STOCKS 


of Quality Shoes for Men Women and 
Children. 


For Cash 
BROITMAN-GAFFIN SHOES, INC. 


147 Duane Street, New York 7, N. Y. 
Telephone BEekman 3-7290 








MY HOBBY 
Buying, Selling Shces for 35 years 
CASH TOP PRICES 


Discontinued stocks 


HARRY HESS 
76 Reade Street New York 7, N. Y. 
Telephone: WOrth 2-8961 








CASH PAID FOR 
SHOE STORES 
CLOSE OUTS, JOB LOTS 
SHORT LEASES ASSUMED 


B. SABIN 


93 READE ST. NEW YORK 13, N. Y. 
Telephone WOrth 2-2515 











JOBS - CANCELLATIONS - CLOSE OUTS 

AND IRREGULARS FROM FACTORY 

SOURCES ONLY - FOR DETAILS WRITE 
P. O. BOX 805, 
SYRACUSE, N. Y. 











MERCHANTS’ NEEDS 











| HOLLAND BLDG. 


NEW ADJUSTABLE 


Price ticket 
Cure 


remains in 
for Price Tickets 
a 


desired posi- 
SY 


tion at all 
times. 

This is an ex- 
clusive pat- 
ented feature. 


$5 gross 
$2.75 
half gross 


M. D. POLLINGER CO. 


ST. LOUIS, MO. 











Buy Savings Bonds 








$7 














WANTED TO PURCHASE 


WANTED TO PURCHASE 


WANTED TO PURCHASE 











Quality Shoes for Men, Women 
and Children 
Scrupulous Protection 





BARIS BUYS for C 
€ 


your Name and Brand since 1932 


ARIS SHOE CO., Inc. 


New York 7, W. Y. 


H 
5 


Short Term Leases Assumed 








AS 


ne 






Tel.: WOrth 2-5180 








MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 














ROOM 204 





All Shoemen should own an ALL PURPOSE SHOE STICK 
$2.95 P.P. 


Guaranteed for All Time 


120 N. Main str. ALL PURPOSE SHOE STICK CO. prockrorp, irtinots 


SAVE SALES 
asy to Use for all types 
of shoe stretching on men’s 
women’s and chil7ren’s 
shoes. 
























SHANK Cuame | 


For displaying more men's shoes. Screws in | 
walls - shelving, etc. $3.00 per doz. | 


M. D. POLLINGER CO. 
HOLLAND BLDG. ST. LOUIS, MO. | | 














Seek to Restore Tax 
On Vendors 


LINCOLN, NEB.—The Nebraska 
League of Municipalities has requested 
the State Supreme Court for a rehear- 
ing of the case in which the court re- 
cently ruled the Omaha itinerant ven- 
dors’ ordinance unconstitutional. The 
high court reversed the decision of the 
district court at Omaha, and granted 
the appeal of two New York firms, 
Frank Brothers Footwear, Inc., and 
Best & Co., Inc., for a permanent in- 
junction restraining the Omaha coun- 
cil from charging a $15 daily occupa- 
tion tax and imposing other restrictions. 
and from interfering with future ex- 
hibits of the appellants’ merchandise in 
Omaha. 

The Supreme Court decision stated 
that attempts to collect the Omaha tax 
“directly and unlawfully regulate and 
burden interstate commerce.” It ruled 
that display of samples by the New 
York firms and solicitation of orders 
for shipment from New York “consti 
tute an integral part of interstate com- 
merce and not a local or intrastate act 





separable therefrom and subject to tax- 
ation or licensing.” 

The municipalities’ league argues that 
the United States Supreme Court held 
to the contrary in a similar case, and 
that the Nebraska court did not have 
the advantage of a United States Su- 
preme Court opinion when it ruled on 
the Omaha occupation tax. 

Five hundred Nebraska municipali- 
ties are interested in the matter because 
of revenue considerations, it was stated 
by City Attorneys George Munro of 
Kearney, J. E. Ray of Hastings, George 
E. Svoboda of Fremont and John E. 
Jacobson of Lincoln, who concurred in 
the request for another hearing. For- 
eign corporations that sell by sample 
receive benefits of fire and police pro- 
tection, and should pay a proportion of 
the cost, the league argues. 





Two New Salesmen in 
Midwest Territory 


CuicaGo.—Henry Stockfisch, who was 
formerly with the Grinell Shoe Com- 
pany, is now representing the Prima 
Shoe Co., of Columbus, Ohio, in the 
Midwest territory. 

William McIntyre is now represent- 
ing the Plymouth Shoe Company of 
Middleboro, Mass., also in the Midwest 
area. 


Stores Cooperate in 
City-Wide Show 


Laconia, N. H.—A number of shoe 
stores and department stores with shoe 
lepartments participated recently ir 
the first “Made in Laconia” show, dur 
ing which products manufactured in 
this city were exhibited in display win- 
dows throughout the businese section 


SELL YOUR JOB LOTS 


SAM CAMITTA & SONS 
95 Reade St., New York 13, N. Y. 
Foremost Shoe Buyers Since 1906 








COrtlandt 7-6378-9 








MERCHANTS’ NEEDS 





Mats AND Ydeas 


FOR YOUR 


B NEWSPAPER, ADVERTISING. 


—if you advertise in newspapers 
write today for free samples of 


1. Sterling Shoe Mat Service 
A quarterly matrix service of 
carefully written copy, photo- 
} graphs and beautiful art work 
for direct mail and newspaper 





advertising. 
} e 
2. Vincent Edwards Idea Clipping 
Service 


Actual newspaper tear sheets of 
ads of shoe stores; you select 
the exact stores and cities you 
want to see or leave the selec- 
tion to our advertising staff. 


VINCENT EDWARDS & CO. 
World's largest advertising 
service organization 
342 Madison Ave. 
New York City 














The event continued for a week and was 
under the auspices of the Laconia 
Chamber of Commerce. 

Participants included the Endicott- 
Johnson Shoe Store, Laconia Shoe Co.. 
Quality Shoe Co., Lougee’s, J. J. New- 
bury Co. and Sears. Roebuck & Co. 


New Store Has 
Family Shoe Department 


TEXARKANA, ARK.-TEX.—The new 
$300,000 department store of Wooten 
& Dillard Inc., which was opened re- 
cently, carries lines of shoes for men. 
women and children. 

Wooten and Dillard Inc., was formed 
by a consolidation of Wooten’s of 
Texarkana and J. T. Dillard & Com 
pany of Nashville, Arkansas, and is Ic 
cated at 110-112 East Broad Street 
Tom H. Wooten is president; Thomas 
C. Wooten, vice president; and William 
Dillard. secretary-treasurer 


Boot and Shoe Recorder 

















HERE’S THE SHOE-OF-THE-MONTH 
PROMOTION FOR NOVEMBER 


“Flying Scott’ 


ADVERTISED NATIONALLY 


+. 
Slipper Comfort ff 
--- Burly Scotch Grain 


Think of it! Barefoot freedom in a ruggedly handsome, 
long-wearing shoe. No irritating nails . . . no pavement 
sting . . . no breaking in! That's the kind of comfort you 
enjoy in the only shoe with U-Turn 

Flexibility. 


The Flying Scott: $18.95 ($19.45 
west of the Rockies). Subject 
to change. See Classified Di- 
rectory for dealer. Or order 
direct. Send for booklet 

“The Shoe of Tomor- 

row.’’ Dept. HN. 





NO OTHER SHOE GIVES YOU Ail THESE CUS- 
TOMER-SATISFYING, MONEY-MAKING FEATURES 


1 Allen Edmonds’ U-Turn Flexibility assures 
matchless comfort. 


2 Allen Edmonds’ special Nailess Osteo-path-ik 
Construction eliminates breaking in. 


3 Allen Edmonds’ unique STOCK PLAN: Cuts in- 
ventory, multiplies turnover, pyramids profits. 





WRITE — WIRE — PHONE FOR 
COMPLETE INFORMATION 
FREE MATS, DISPLAY MATERIAL 


ALLEN EDMONDS « Belgium, Wis. 
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Miller Trees mean business — 
extra business! When you've made a 
sale, the customer is in the right frame 
of mind to buy a pair of Miller Trees. 
He'll appreciate your pointing out the 


M i L L E R T R E E Ss way to extend the life and looks of his 
shoes. 


Miller Trees se/l quickly — faster than 


M A K E : the shoes themselves —because there’s noth- 


ing to take off or try on. Miller’s are 











available in four sizes, fit practically all 


ia shoe sizes by easy adjustment length- 
Fe wise. Self adjusting for width. What's 
= Ld : more, they feature foreparts modeled 
like a shoe last and bottoms hollowed 


out to allow for metatarsal pads. Shoe 
stures everywhere are proving that 
SA LES | a money grows on Miller Trees! 
= NEW!—Miller Trees for ski boots 
Skiers value their shoes and 
their feet—a class of buyer 
that’s easy to sell. If you’re 
carrying ski boots this fall, 


write now for details on 
Miller ski boot trees. 


O. A. Miller Treeing Machine Company 


Branch of United Shoe Machinery Corporation 
PLYMOUTH, NEW HAMPSHIRE 
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Sole Attaching 
Cement 


GERBERICHS 


AMERICA’S MOST POPULAR LINE OF BOYS’ SHOES 


A FAMOUS NAME BUILT BY 
GERBERICHS QUALITY 
AND THE CHARACTER OF THE 
DEALERS WHO SELL IT 


WITH GERBERICHS 
YOU SELL ALL 


YOUTHS 12'/2-3 ¢ BOYS 1-6 
BIG BOYS 6'/2-11 
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